


TOPMOLOaT REPT, 


Automotive Bail 


WE Do ove maT 


Ads 





Founded 1925 


The Trade Newspaper of the Industry 








WE 00 oun MART 





Vol. 16, No. 2076 


DETROIT, SATURDAY, MARCH 10, 1934 


$6 Per Year, 10c Per Copy 





Holler Stacks "Em Up 
Chevrolet’s on the Way 
Packard Who’s Who 


Chain Evidence 
Back to the Road 


wee - 


By 


Chris Sinsabaugh 





HEVROLET production is un- 
able to keep up with demand, 
I’m told, which to me seems 


highly complimentary to Bill 
Holler and his cohorts—particu- 
larly Bill Holler, comparatively 


new sales manager of General 
Motors’ biggest unit, who hasn’t 
missed a beat since he went on 
the job. 


Even before Chevrolet went into 
anything like real production this 
Holler had built up a backlog of 
100,000 retail orders for 1934 as 
a result of the 100 exhibitions in 
as many key points in the pre- 
national show period. There still 
remain 80,000 unfilled orders in 
this batch. 


Yet Chevrolet turned out 72,272 
units in February, from ten to 
12,000 more than any other com- 
pany has reported. This month 
it is going to beat that count 
by a material margin, while 
April’s projection promises to set 
an all-time high for Chevrolet. 
The expectation is that, if pres- 
ent schedules are maintained, the 
first three months will be 63,000 
better than for the corresponding 
period last year. I’m leaving it 
to you to figure out what that 
total will be, but it’s going to be 
another feather in the Holler 
bonnet. 


IT’S HARD TO GET the Holler 
ear these days—it’s been thata- 
way ever since he slipped on the 
well-fitting toga he is wearing 
now. He’s here today and there 
tomorrow, in personal contact 
with his big field force and his 
customers, the dealers, at all 
times. But he lit in Chevrolet 
headquarters the other day long 
enough for this writer to do a 
bit of quizzing. 

Reading my notes, I find that 
Holler thinks that “underestimat- 
ing the importance of Chevrolet’s 
new knee-action ride as a factor 
in motor car sales in a great 
measure accounts for the inabil- 
ity of supply thus far to overtake 
demand.” 


“That alone does not account 
for our shortage during the past 
two months, but it is the largest 
Single factor in the situation,” 
said Holler. “The principal other 
factor, of course, was that we are 
producing a brand new car and 
not just revamping the old one. 
The new knee-action principle en- 
tailed a whole new production 
layout without precedent in the 
industry. 


“The Chevrolet production de- 
partment has done a wonderful 
job. Nothing is standing in our 
way except the physical inability, 
to date, to fill the big bank of 
orders on hand. All production 
departments are accelerated to 
the point where they are giving 
us more and more cars every 
hour of the day. While we are 
making deep inroads on the un- 
filled orders new ones are stead- 


(Continued on Page 7) 
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Kmployment 
Hits Highest 
Mark Sinee’29 


183,000 Factory Workers | 


Are Being Paid at 
Peak Rates 


New York, Mar. 9.—With 183,000 
factory workers on the job at 
hourly rates equal to those paid 
in the peak year, members of the 
National Automobile Chamber of 
Commerce reported yesterday to 
tional Recovery Administration 
passed all of their records since 
September, 1929. 

“Despite the fact that 
costs are 18 per cent greater than 
in 1926 while factory costs 
the same, the public is getting a 
far better car at a 10 per cent 
secretary of the Manufacturers’ 
Chamber. 

“While production this year will 
probably not run more than 50 
per cent of the 5,300,000 units 
produced in the record year of 
1929,” he said, “it is a notable 
fact that employment in Febru- 
ary had reached 80 per cent of 
number at work in the same 

(Continued on Page 8) 





Chrysler Opens 
Permanent Show 
In New Building 


The Chrysler 
De Soto Motor 


Detroit, Mar. 
Sales Corp. and 


9. 


the employment group of the Na- | 


that employment in February sur- | 


labor 


are | 


lower price,” said W. J. Cronin, | 


Committee, who appeared for the | 





Corp. will open their joint show | 


room in the new Chrysler-De 


Soto 
East Jefferson ave., tomorrow. 


administration building on) 


This showroom is most modern | 


and one of the handsomest in 
the country. It will be used for 
a permanent display of Chrysler, 
De Soto and Plymouth ears. 


NACC February 
Output 170,206 


New York, Mar. 9.—Mo- 
tor companies belonging to 
the National Automobile 
Chamber of Commerce pro- 
duced 170,206 vehicles’ in 
February, according to a 
preliminary estimate  re- 


leased today by the Cham- 
ber. 
On the basis of this esti- 


mate, February operations 
represented 68 per cent in- 
crease over the preceding 
month and 82 per cent in- 
crease over the correspond- 
ing month last year. 

Motor vehicle production 
summary follows: Febru- 
ary, 1934, 170,206; January, 
1934, 101,586; February, 1933, 
93,402; Two months 1934, 
271,792; Two months 1933, 
207,193. 








| crease 


against 59,614 last year. 


| the codes of the N.R.A., the crop | 


| the cost of certain products and 
| thus lift various elements of the 


| during the month, which in the 





| the 


ines ces 7 


Heads Canadian 
Studebaker Sales 


Walkerville, Mar. 9.—Announce- 
ment has been made of the ap- 
pointment of C. S. Fletcher as 
sales manager 
of the Stude- 
baker Corp. of 
Canada, Ltd., 
and the Pierce- 
Arrow Co. of 
Canada, Ltd. 

Mr. Fletcher 
brings to his 
new position a 
varied experi- 
ence gathered 
in automotive 





markets of the ©,§, Fletcher 
world. He has 
been with Studebaker for 13 


years, the last nine of which have 
been spent in representing that 
firm on five of the six continents 
of the world. 

He represented the Studebaker 


(Continued on Page 9) 


Finance Group 


Sees Upward 


Price Trends 


Chicago, Mar. 9.—In a discus- 


sion of the direction in which 
prices are headed, Milan V. 
Ayres, analyst of the National 
Assn. of Finance Companies, 


states that “we have several fac- 
tors tending to raise prices.” 

Elaborating on this point, Mr. 
Ayres in the current NAFC News 
continues: 

“The devaluation of the dollar | 
was undertaken as a means of | 
raising prices by reducing the | 
purchasing power of the monetary | 
unit. The other side of the pic- 
ture is the accompanying in-| 
crease in the amount of currency, | 
which will also have the effect 
of helping to raise prices. The 
two factors will act together. 

“Other price raising factors are 


and hog limitation programs of 
A.A.A., and the processing | 
taxes, all of which tend to raise 





general price level.” 


GM February 
Show 69% Gain Over 1933 


Detroit, Mar. 9.—A sharp in-| 
in General Motors sales 
during February over the same 
month a year ago is shown in the} 
report issued by the corporation 
here this week. Total sales by 
the corporation’s units to dealers 
in the U. S. and Canada includ- 
ing overseas shipments ran 69.1 
per cent above a year ago with 
the totals being 100,848 this yeer 


Sales to consumers in the U. S. 


final analysis tells the whole 
story, ran 40 per cent ahead of 
the total for February, 1933, and 





| also registered a gain of about | 


| ever, 


| month of this year, 


| U. S., the figures being 82,222 dur- 


en OK New Deal 


Industry’s Chiefs Pleased 
With Effects of New Deal 
After Capitol Sessions 


By WILLIAM ULLMAN 


Washington, Mar. 9.—The 
auxiliary and allied enterpri 
with the “New Deal.” 


automobile industry and its 
ses apparently are satisfied 


At any rate, spokesmen for the 


various groups identified with the motor industry, while 
conspicuously present at the sessions of the conference of 
code authorities held here this week, were also conspicu- 
ously silent. Of suggested changes for making the NRA 


function more satisfactorily 
offerings were de 
, Gcaaaaiamail ® 


NRA Outlines 
New Regime 
For Industry 





Auto Makers Expect No 
Radical Changes in 
Hour Conditions 


(Special from ADN Washington Bureau) 
Washington, Mar. 9._-The New | 
Deal turned the corner here this 
week and, looking down the road 
ahead, everyone is more than a} 
bit bewildered. 
Industry, summoned to the na- | 
tional capital to help get the 
recovery program around the} 
new bend in the road, has been 
given further instructions as to| 
just how it is supposed to act 
by making a further cut in work- | 
ing hours and increasing pay to | 
a level that will compensate em- 
ployes for the hours reduction. | 
So far, these instructions have a 
quality of tentativeness behind 
them. They amount, in effect, to 
a request. At any moment, how- 
the request may become an 
order--an executive order backed 
by the force of law. 
What then? 
One man’s guess is as good as | 
another’s and, so far as the auto- | 
mobile industry is concerned, the 
general guess seems to be that 





(Continued on Page 8) 


Deliveries 


150 cent over the opening| 
This latter | 
development was due largely to 
slowness in getting underway 
with new model production. The 
actual consumer sales figures for | 
the month were 58,911 units this 
year against 42,280 in February, | 
1933, and 23,438 in January this 


per 





| year. 


A gain of 63.7 per cent was reg- | 
istered also in the sales by the| 
corporation unit to dealers in the 


ing the month just closed as| 
against 50,212 in the same month 
a year ago. In January this year 
the corporation shipped to dealer 
in the domestic field 46,190 units. 


| peared before this 


from the standpoint, their 


cidedly limited. 


Outstanding among the _ inci- 
dents of the industry’s participa- 
tion in the conference, perhaps, 
was the statement of W. J. 
Cronin, secretary of the Manu- 
facturers’ Committee of the Na- 
tional Automobile Chamber of 
Commerce. Appearing before 
Group 1 of the conference, that 
assigned to deal with the problem 
of improving employment, Mr. 


|Cronin read a statement of the 


industry’s performance under its 
code. 

Pointing out that the industry’s 
roster of employes’ was larger 
than at any time since Septem- 
ber, 1929, and that hourly wages 
were steadily increasing, the 
statement constituted one of the 
most optimistic documents sub- 
mitted before the entire confer- 
(It appears in more detail 


ence. 
elsewhere in this issue of ADN.) 
Another speaker representing 
automotive enterprise who ap- 


group was 


Elwood Kiser, member of the 


|Code Authority of the Automo- 
| tive Maintenance Trade. 


Hailing 
the recovery program as “the 
greatest thing that ever hap- 
pened to the American people,” 


| Mr. Kiser entered his criticism of 


the proposed 30-hour week on the 
grounds of its impracticality. 

He went on to declare that it 
was his opinion 75 per cent of 
the operators in the Automotive 
Maintenance Trade were violat- 


(Continued on Page 8) 


Treasury Rules 
On Tax Exempt 
Sales of Parts 


Detroit, Mar. 9.-An interpre- 
tation from the Treasury Depart- 
ment on sales by one manufac- 
turer to another manufacturer of 
parts which are not used in the 
manufacture of a taxable article, 
has been received by E. P. Chal- 
fant, executive vice-president of 
the National Standard Parts 
Assn. 

The Treasury Department let- 
ter states that association mem- 


| bers have been using exemption 


certificates in connection with the 
tax free purchase of automobile 
parts from other members which 
are resold for use as repair parts 


| and for replacement purposes. 


This is a violation of Treas- 
ury Department regulations. Ac- 
cording to the ruling, articles 

(Continued on Page 6) 
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Chrysler Dis 


AUTOMOTIVE DAILY NEWS, SATURDAY, MARCH 10, 1934 


The Willys “77” for 1934 


tributors 


Report Marked Increases 


Detroit, Mar. 9.—Leading dis- | 
tributors of the Chrysler Sales | | 
Corp., visiting the factory early | 


in March, reported conditions in 
their territories that presage | 


sales two to three times greater 
than in 1933. Among those who 

made these optimistic reports | 
were destributors from New York, | 


Indianapolis, Austin, Tex., Nash-| 
ville, Tenn., Montgomery, Ala., 
Hastings, Neb., and Atlanta, Ga. 





Typical of the general state of | 
the Chrysler business, according | 
to Joseph W. Frazer, general sales | 
manager, is the report of Guy O. | 
Simons, of Simons-Stewart, Inc., | 
New York distributor. Mr. Simons | 
has placed orders for 4,000 Chrys- | 
ler and Plymouth cars for de- 
livery in the first quarter this 
year, as against a total of less 
than 9,300 sold by his organiza- 
tion in the entire year of 1933. 
His orders for Chrysler cars alone | 
for delivery through April are} 
85 per cent as great as his total | 
Chrysler sales for 1933. | 


Harry Sommers, Atlanta dis- | 
tributor, brought excellent tidings 
of conditions in his territory. He| 
has averaged 2,500 persons a day | 
in his Atlanta show room since | 
the arrival of his first Airflow | 
car and his sales for the first six | 
weeks of this year, including 
Chrysler and Plymouth cars, were | 
in excess of those for the first | 
three months of 1933. 


Planters Have Money 
Cleve Stokes, 


W. Montgomery, | 


Dodge Deale 
25,128 in ? 





Detroit, Mar. 9—Dealers of 
Dodge Brothers Corp., in the first 
nine weeks of 1934, made deliv- 
eries of 25,128 motor vehicles - 
19,512 passenger cars and 5,616 
commercial cars and trucks, This 
delivery volume is shown by the 
statement of A. vanDerZee, gen- 
eral sales manager, that deliveries 
during the same nine weeks of 
1933 amounted to 13,205 units, a 
comparison indicating an increase 
of 90.3 per cent or 11,923 deliveries 
so far for 1934. 

Retail deliveries made by Dodge 
dealers during the week ending 
Mar. 3 were 3,886 vehicles, or 3,020 





Chevrolet Retail Sales 
Reach 45,252 Units in Feb. 


Detroit, Mar. 9.—Domestic re- 
tail deliveries of Chevrolet cars 
the last 10 days of February con- 
tinued the upward trend which 
has been evident for’ several 
weeks, reaching a figure of 15,598 
units. The announcement was 
made by W. E. Holler, general 
sales manager. 


Retail 





sales for the entire] 


| A permanent display of all three 
| makes will 
| and both wholesale and 


Ala., distributor reported greatly | 
improved conditions among the 
cotton planters. With cotton at| 
12 cents, the larger planters are | 
now in the market for cars of | 
| the Airflow price-class, and in- 
terest in this car is very keen. 


Arthur N. Jones, 
distributor, took advantage of the 
visit of the Union Pacific Rail- 
road’s new streamlined train to 
| get some good publicity for the 
Airflow car, whose contours close- 
ly resemble those of the train. 

Charles L. Jacobson, director of 
branches for the Chrysler Sales 
Corp., reports that all five 
branches are literally swamped 
with orders and that. business is 
improving steadily as more dem- 
onstration cars are made avail- 
able. 


A portion of the body assembly 
operation was transferred to the 
Chrysler Corp.’s newly-acquired 
Algonquin plant on Mar. 7 and 

with the added facilities produc- 
tion is being materially speeded 
up. 

The show room jointly occupied 
by Chrysler and De Soto in the 
new administration building, on 
E. Jefferson Ave., here, will be 
thrown open to the public Mar. 
10, with a full line of Chrysler 
Airflows, Chrysler Sixes, De Soto 
Airflows and Plymouths on view. 


be maintained here 
retail 
sales operations conducted. 


Hastings, Neb., | 





rs Deliver 


Weeks of ’34 


passenger cars and 866 trucks; 
these figures show a gain of 138} 
per cent over deliveries made dur- 
ing the corresponding period of 
1933. 

The volume of passenger car 
shipments to dealers has been 
mounting at such rapid rate, ac- 
cording to Mr. vanDerZee, that} 
the factory’s second production 
line has been placed into opera- | 
tion, for the first time since 1929. 

Dodge truck deliveries rose | 
from 733 in the first nine weeks | 
of 1933 to 5,616 in the like period 
of the present year, a gain of 666.2 
per cent. 


| 


month of February, Mr. Holler 
stated, were 45,252 units, an in- 
crease of 12,967 units, or 40.2 per 
cent, over that for the correspond- 
ing month in 1933. 

The February figures also 
showed an increase over those 
for January of more than 28,000 
units, Mr. Holler said. 





First Quarter GM Dividend 


| the enactment of 


| icapped 





Earned in Sloan’s Opinion 


New York, Mar. 9.—A predic- 
tion that General Motors Corp. 
will earn its first quarter dividend 
of 25c a share on the common 
was made today by Alfred P. 
Sloan jr., president. 

In notifying stockholders of the 
dividend, Mr. Sloan said that it 
was impossible at this time to 
make any statement with regard 
to the earnings of the first quar- 
ter. He added that in his judg- 
ment the dividend had been fully 
earned and that the dividend 
would have been greater had it 
not been for production delays 





carried over from 1933, which ad- 
versity affected January and to 
some extent February sales. 


“Selling prices of all automotive 
products, just as practically every 
other type of merchandise, have 
been somewhat advanced. How- 
ever, in the case of automotive 
products the increase has not 
been sufficient to recompense the 
manufacturer for the increased 
production costs and the added 
cost of materials. We have not 
passed on to the consumer the 
entire increase. Much of the 
added cost goes towards increas- 
ing the compensation of the work- 
ers in the automotive industry 
and allied industries which rep- 
resents our contribution to the 
National Recovery Program,” said 





Mr. Sloan. 


Ci wih 


Tam Be 


Be ee ce 
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The “77” 





‘New House Bill 
Puts Teeth in 


Washington Bureau) 


Mar. 9. New 


(Special {DN 
Washington, 


from . 


| teeth for the new deal made their 


appearance here this week with 
a bill by the 
House which provides’ severe 
penalties for individuals or cor- 
porations presenting false infor- 


NRA Enforcement 


mation to recovery agencies. A 
| fine of $5,000, or five years in| 
prison, or both, is the penalty | 


prescribed in the bill. 
Aimed in part to curb violations 
of the petroleum code, the meas- 


ure actually reaches much 
further. 
Heretofore, government agen- 


cies have found themselves hand- 
in the prosecution of 
cases growing out of false state- 
ments dealing with petroleum 
production quanities which are 
limited under the industry’s code, 
cases of collusion in bidding on 
public works contracts, and the 
filing of false financial data. 

With the Government partici- 
pating to such an extent as at 
present in the affairs of private 
industry, officials maintain that 
a large part of the success of 
the partnership venture rests upon 
the receipt of accurate informa- 
tion from industrial and business 
organizations. The new law, for 
which ready approval by the 
Senate is predicted, is expected 
to contribute significantly toward 
this end. 


Employment High 


Philadelphia, Mar. 9.—Due to 
increased demand from automo- 
bile manufacturers for new low- 
pile mohair velvet automobile up- 
holstery, Collins & Aikman Corp. 
have expanded their working 
force more than 30 per cent since 
the beginning of 1934. The cor- 
poration, which has mills at Phil- 
adelphia, Pennsylvania, Bristol, 
Rhode Island, and Roxboro, North 
Carolina, reports that they are 
employing more men now than 
at any time since 1929. 





coupe—and the tag on this one says $430. 


Willys Model “77” Shows 


No Drastic Innovations 


Toledo, Mar. 9.—Two improve-| an engine developing 48 horse- 
ments have been added to the| power suspended on a patented 
1934 Willys “77" which round out “floating power” mounting, is 


the appearance of the car and 
emphasize the streamlines of the 


claimed to be capable of speeds 
up to 70 miles an hour without 


Willys-Overland models. ._.| additional gasoline consumption. 
Wire wheels —_ the —_ |The car is priced this year to 
wheels as standard equipment. oon at $450 for the four-door 


Louvres on each side of the hood, 
which last year appeared verti- | 
cally, this year have been changed 
to a horizontal position. 


sedan and $430 for the two-pas- 
senger coupe, both prices f. o. b. 
factory. 


With these _ exceptions, no Other features of the Willys 
drastic changes have been made| “77” include: all-steel bodies, ad- 
in the Willys models which are} justable seats, Float-O oil sys- 
again in production at the Toledo| tem, four ringed pistons, steel 
plants of Willys-Overland. Com-| ringed insert valves, bodies in- 
pany executives contend that with| sulated against sound and 
the original aviation “Wind-| weather, headlamps constructed 


in the fenders, concealed gas tank 
at rear, glove compartment at 
right of instrument panel, down- 
draft carburetor, large air cleaner 
and silencer, force-feed lubrica- 
tion, hydraulic shock eliminators, 


Splits” design of the Willys “77” 
there is no necessity for material 
change while this position is 
strengthened by the trend on the 
part of other car builders. 

With more than 25,000 of these 


Willys cars in the hands of pri-| steel running board, steel rein- 
vate owners, the claim of 25 to| forced steering wheel, non-glare 
30 miles to the gallon of fuel has| windshield, cable and _ conduit 


type four-wheel brakes, recess in 
rear body panel for spare tire 
and wheel. 


been proved, engineers 
say. 
The Willys 


February Rim Production 


Highest In Three Years 


with 789,274 in 
January and with 579,789 in 
February, 1933. While all manu- 
facturers are not included in the 
association’s figures, these month- 
ly reports nevertheless provide a 
| good index of the industry’s ac- 
tivity and output. 

Although February was a short 
| month, it is necessary to go back 
to March, 1931, to find a monthly 


company 





“77,” which employs 





Cleveland, Mar. 9. Forecasts This compares 
of automobile production as re-| 
vealed by activity in motor rim | 
plants have been amply fulfilled | 
in recent months, inasmuch as 
assembly line operations must 
depend upon supplies of essential 
parts. It is significant, therefore, 
that the output of rims in Febru- | 
ary was the largest for any 
month in three years, registering 


a 60 per cent increase compared | total of rim production larger 
with the record for January. |than that of last month. In 
Rim inspections and approvals | March, 1931, production was l,- 

| 


in February totaled 1,262,311, ac- | 425,336 units. 

cording to the monthly report | February output of rims this 
just issued by the Tire and Rim/| year was nearly 118 per cent 
Assn., with headquarters here.’ higher than for February, 1933. 








Group Restraints Repay Dealers 
For Rights Given Up 


Denial of Discretion to Individuals in Fixing Used 
Car Prices Eliminates Collective Bad Judg- 
ment that Nearly Wrecked Trade 


(This is the 
weekly in ADN 
the 


third of a 
in which 


series 
William 


various provisions of the automotive 


of articles which will appear 
Ullman looks analytically at 
retail trade’s code of 


fair competition from the standpoint of their practical meaning.) 
By WILLIAM ULLMAN 
Washington, Mar. 9.—In that provision of the auto- 
mobile dealers’ code of fair competition which standard- 
izes used car allowances, there is an undeniable invasion 


of private business initiative. 


The individual dealer is 


flatly denied the right to exercise any degree of discretion 
in appraising the worth of a motor vehicle submitted to 


him in possible trade on another car, new or old. 
The majority of dealers ) —_——_ 


accepted this condition voluntar- 
ily and happily. Others have been 
compelled to do so and have 
found it a varyingly bitter dose. 

What is the difference between 
the two attitudes? 


So far as the writer is able 
to analyze it, the distinction is 
this: The demurring group 
merely sees that it has forfeited 
something that 
as being an inalienable right; the 
other recognizes that it has for- 


feited a right in return for the 


privilege of doing business with 
a new feeling of security. 


A dealer in the second group 
“I have been 


sums it up thus: 
called upon to surrender my own 


judgment, or discretion, in mak- 
Now my 
judgment in the matter may have 
been good. On the other hand, it 
I don’t 
know. I do know that I am glad 
that some of my competitors have 
been forced to surrender their 
in the matter which, 
from the standpoint of my busi- 
Sure, I 
gave up something, but see what 


ing used car allowances. 


may have been bad. 


discretion 


ness, was bad indeed. 


I got in return.” 


The outsider who looks at the 
situation comparatively can claim 


no special gift of perception when 


he proclaims the code method of 
determining used car allowances 


as superior. 

It is based upon a single con- 
sideration; namely, what the car 
will bring in the market place, 
minus from five to 15 per cent 
depending upon the car’s age and 
allowing for handling, recondi- 
tioning and selling costs. In other 
words, the allowance is deter- 
mined by what the car demon- 
strably is worth in terms of what 
it actually brings. 

What were the factors in de- 
termining allowances in the pre- 
code period when every dealer 
was allowed to exercise his own 
judgment? 

The number of them is no more 
surprising than the flagrant fash- 
ion in which they departed from 
the accepted canons of sound 
business. 


Broadly speaking, a system of 


open prices prevailed in the mo- 
tor vehicle field prior to the code. 
It makes no difference what may 
have seemed to be the case, the 
open price system actually ex- 
isted. The customer patronized 
that dealer who was willing to 
make him the largest concession; 
in effect, pay him the largest 
bribe to secure his patronage. 
“Bribe” is a harsh word, but the 
practice of buying business to 
which it is applied was suffici- 
ently serious to have brought the 
motor car dealers of the country 
to the brink of bankruptcy, to 
have carried many of them over 
it. 

On what basis did the individ- 
ual dealer determine the amount 
he was willing to concede in 
order to make the sale? Natur- 
ally, it varied as between this 
retailer and that one. This one, 
for example, may have _ been 
handling a car that retailed for, 
say, $950, as compared with the 
$700 car of the dealer down the 
street. The higher price gave 
the first dealer a larger margin 
of profit on the individual sale 
for the very logical reason that 


en - a 


it conceived of 


he needed the difference to com- 
pensate for the necessarily fewer 
sales he would make in _ the 
course of a year. 

Did he use the differential for 
this purpose, however? He did 
not. Instead he used it to make 
a larger allowance on the used 
car submitted in trade. Ignoring 
the rational basis upon which his 
profit was fixed, he simply used 
it to outbid the other dealer for 
a particular customer. 

That practice is out because 
the code recognizes its economical 
foolhardiness. 

So are a lot of others just as 
profitless, equally unwise. Among 
them is the one that impelled 
dealers to bid for used cars for 
the reason they felt a need to 
move new cars badly; “badly” 
as distinct from profitably. The 
situation created by this practice 
was one in which the public got 
new cars at bargain prices while 
dealers got used at white ele- 
phant prices. 

It was this character of col- 
lective “discrimination” with re- 
ference to used car buying—in 
which business most dealers were 
instead of the one of selling new 
cars—that led the trade toward 
disaster. 

Its elimination was not the 
work of some bureaucratic the- 
orist sitting behind an expensive 
desk in one of Washington's 
monumental buildings. On the 
contrary, it came straight from 
that practical thoroughfare known 
as Automobile Row which is to 
be found in every city, town and 
hamlet in the United States. 
Business residents of this famous 
street—by far the majority of 
them—saw that the collective dis- 
cretion of the trade was of a low 
order, indeed, whatever it may 
have been in the case of the in- 
dividual. Accordingly, they de- 


Tire Probe Resumed 


At Memphis Hearing 
Richmond, Va., Mar. 9 (UTPS). 
—The Federal Trade Commis- 
sion’s tire trade investigation was 
resumed at Memphis, Tenn., last 
Friday, with 22 independent tire 
dealers in the Memphis territory 
summoned by John W. Bennett, 
Commission Examiner. The in- 
dependents supported a govern- 
ment charge that the Goodyear 
Tire & Rubber Co.’s contract with 
Sears, Roebuck & Co. has driven 
thousands of dealers from busi- 
ness and has begun to create a 
monopoly. 

The commission complaint 
charged Goodyear with selling 
tires to Sears so cheaply that its 
own and three other manufac- 
turers’ dealers could not compete. 
Secret rebates and a_ $1,250,000 
bonus from Goodyear to Sears 
were alleged. 

Goodyear answered that the 
“rebates” were, in fact “credit ad- 
justments,” and that the “bonus” 
was really a legitimate payment 
for a ten-year contract signed in 
1931. The “adjustments,” Good- 
year held, were equalizations of 
differences between the estimated 
and the actual costs of tires sold 
to Sears. 


Under Code 








vised a substitute in the form of 
the used car allowance standard- 
ization clause in the dealers’ code. 

There is nothing in this provi- 
sion of the code that justifies 
the individual dealer in disown- 
ing it, or in standing aloof from 
it. It is his work, or at least 


that of the group to which he} 


belongs. By outsiders it is re- 


garded as one of the most brilli- | 





ant individual code accomplish- 
ments—one that serves the pur- 
poses of the new deal perfectly 
in that it gives the employer a 
chance to operate his business 
more profitably and thus better 
enable him to take care of his 
employes. 

(The fourth article of this series 
will appear ADN, Saturday, 
March 17.) 


in 


Studebaker Exports Set 





29,900 Killed in 
Accidents in 1933 


Hartford, Mar. 9.—Auto- 
mobile accidents last year 
in the United States re- 
sulted in the death of 29,- 
900 persons and the injury 
of 850,700, bringing the total 
of deaths for the last four 
years up to nearly 125,000 


and the number of persons 
injured non-fatally to about 


4,000,000, it is stated in “The 
Great American Gamble,” 
an analysis just published 
by the Travelers Insurance 
Co. here. 

Excessive speed was re- 
sponsible for the greatest 
number of deaths in those 
cases where fatal accidents 
were due to driving errors. 
The rate of death per acci- 
dent involving excessive 
speed was 28 per cent 
greater than the average. 


Five-year Record Mark 





South Bend, Mar. 9.-February 
exports by the Studebaker-Pierce- 
Arrow Export Corp. gained over 
January, and were the largest for 
any February since 1929, it was 
announced here today by Arvid 
L. Frank, vice-president and gen- 
eral manager. 

Increases recorded for’ the 
month over last year by the vari- 
ous lines in the Studebaker group, 
according to the statement, were 
as follows: Studebaker passenger 
cars, 215 per cent; Pierce-Arrow 
passenger cars, 200 per cent; 
Studebaker trucks, 166 per cent; 
White trucks and buses, 333 per 
cent; Indiana trucks and buses, 
387 per cent. 

“A marked improvement in our 
business followed the introduction 
of the 1934 Studebakers in Oc- 
tober,” Mr. Frank pointed out. 





“Our car shipments for the last 
quarter of 1933 were the largest 
since 1929. Pierce-Arrow ship- 
ments during March will be the 
largest for any month in the last 
four years. 

“The gains recorded by our 
commercial lines are equally grat- 
ifying,” he said. “February ship- 
ments of Indiana trucks and 
buses set a new all-time record. 
White exports were the largest 
in five months. The Studebaker 
truck total for January and Feb- 
ruary exceeded every other two- 
month period since 1929. That 
further gains will be made by the 
new 1934 line of Studebaker 
trucks, which we have just an- 
nounced, is already indicated by 
the large number of orders on 
hand for these models. March 
will be one of the best truck 
months in our history.” 





Plymouth Retail Sales 


Establish All Time Record 


Detroit, Mar. 9.—With orders 
this year already totalling 120,947 
units, the Plymouth Motor Corp. 
is setting a_ record - shattering 
sales pace, H. G. Moock, general 


sales manager, declared in an 
address here today. 
Mr. Moock spoke before a 


breakfast meeting of the Plym- 
outh Salesmen’s League at the 
Hotel Statler. 500 Wayne County 
Plymouth salesmen heard his ad- 
dress. 

“The total number of orders 
received in the two months and 
one week of this year is 331 per 
cent over the number we had re- 
ceived at this time last year,” he 
said. “This establishes another 
all-time record for the corpora- 
tion.” 

17,340 in February 

Retail delivery of 17,340 Plym- 
outh cars in February was the 
largest February in the history 
of Plymouth, Moock said. This 
record volume exceeds last Feb- 
ruary by 129.7 per cent, when 
7,549 cars were delivered at retail. 

February shipments of 34,709 
units set a new all-time February 
record for Plymouth, an increase 
of 273.6 per cent over the same 
month of 1933. Shipments for 
January and February totalled 
52,042 as compared with 18,012 in 
the same two months of last year, 
a 1934 gain of 188.9 per cent. 


Retail deliveries for the week 
ending Mar. 3 totalled 5,078 cars, 
an increase of 2.3 per cent over 
the previous week and 157.6 per 
cent ahead of the same week of 
last year. This also establishes a 
new record for Plymouth over the 
same comparable week of other 
years. 

Shipments for the week ending 
Mar. 3 were 9,563 Plymouths, 





compared with 2,885 in the same 
week of 1933, a gain this year of 
231.5 per cent. 

Unfilled orders on hand, up to 
and including Mar. 7, were 66,646, 
compared with 12,317 on hand on 
the same date last year. These 
orders include domestic, export 
and Canadian. 


Buick Spring Show 
Opens At Flint 

Flint, Mar. 8.—A_ three-day 
spring show, beginning last night, 
is being staged in the IMA audi- 
torium under the auspices of the 
local Buick branch. For the first 
time under any roof the complete 
Buick 1934 line of nineteen body 
styles is being displayed. 

In a way it is different from 
an ordinary local show in that 
for the first time the vast army 
of Buick workmen have a chance 
to see the complete line. 


Michael M. McIntyre 


Cleveland, Mar. 9.—-Funeral 
services were held Saturday for 
Michael M. McIntyre, founder of 
the Perfection Spring Co., which 
now is part of the Eaton Axle & 
Spring Co. Mr. McIntyre was 75 
years old and died last Wednes- 
day. A native of England, he 
came to this country at the age 
of seven and moved to Cleveland 
about 35 years ago, where he or- 
ganized the spring company in 
1906. After the Perfection Spring 
Co. was merged with Eaton Axle, 
Mr. McIntyre continued to serve 
as chief spring engineer of the 
firm until his retirement five 
years ago. He was the first manu- 
facturer in America to make use 
of Krupp steel. 
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Jan. Retail Sales 
Decline in Value 


26% Under 1933 


Washington, Mar. 9.—The value 
of retail sales of new passenger 
cars, computed from the number 
of automobiles sold as reported 
by the NACC, decreased 26 per 
cent for January as compared 
with January, 1933, according to 
preliminary estimates of the U. S. 
Bureau of Foreign and Domestic 
Commerce. 

As compared with December, 
1933, there was an increase of 20 


per cent. This was slightly less 
than the average seasonal in- 
crease. 


Sales figures for January were 
probably affected adversely be- 
cause of the fact that several of 
the major companies have been 
unable to make delivery against 
orders taken during the month. 

The percentages are based on 
daily average sales figures giving 
equal weight to all the days of 
the calendar months involved. 
The original sales data were ob- 
tained in terms of the total num- 
ber of cars sold. In order to 
convert this figure to dollar val- 
ues, an index of price changes 
was prepared, based upon the 
selling price for the most popular 
body type, and weighted by the 
registrations for each make and 
model. Comparison of last month 
with previous Januarys and the 
percentage changes from Decem- 
ber to January in previous years 
are shown below: 

Comparisons of Jan., 1934, with 
same month of previous years. 

January, 1934, was: 


26.1% lower than Jan., 1933. 
33.4% lower than Jan., 1932. 
56.0% lower than Jan., 1931. 
71.9% lower than Jan., 1930. 
78.4% lower than Jan., 1929. 
This estimate of automobile 
sales is one of the group of 


monthly retail sales value indexes 
by means of which the Depart- 
ment of Commerce seeks to aid 
in tracing the movement of goods 
into the hands of the consumer. 


Seattle Sales 
Show Good Gains 
During February 


Seattle, Mar. 8.—Used car busi- 
ness picked up nicely during Feb- 
ruary compared to January of 
this year, in King County, while 
new car and truck business also 
showed substantial gains, accord- 
ing to figures compiled from of- 
ficial records by the Motor List 
Co., automotive statisticians. 

Figures follow: February, 1934, 
new cars, 351; used cars, 256; new 
trucks, 69; used trucks, 11; Jan- 
uary, 1934, new cars, 266; used 
cars, 54; new trucks, 45; used 
trucks, five. 

Compared with February, 1933, 
increases are very marked, the 
tigures for that month following: 
new cars, 218; used cars, 242; new 
trucks, 20; used trucks, eight. 

Again Ford lead the procession 
in King County for the past 
month, registering 90 sales; Chev- 
rolet was runner-up with 87, fol- 
lowed by Plymouth with 77. 

The annual Seattle automobile 
show opened Mar. 3 for eight days 
and following it, impetus to car 
sales is confidently anticipated, as 
well as active sales during the 
show. 


Dismisses Exceptions 
In Ford-Sweeten Case 


Philadelphia, Mar. 9. — Judge 
Harry S. McDevitt, of Common 
Pleas Court, this week dismissed 
all exceptions filed by the Ford 
Motor Co. to a $100,000 verdict re- 
turned in favor of the bankrupt 
Sweeten Automobile Co. last Oc- 
tober. Henry Ford anu his son, 
Edsel, as officials of their firm, 
were defendants in the action, 
which was a counter-suit by the 
Sweeten Co. against the Ford 
Co.’s effort to recover $10,461. 
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One sacred pledge we make our friends here and 
now. This publication, God willing and so long as it 
is in our charge, will never champion the cause of any 
individual or any corporation which is not for the best 
interests of the automotive industry as a whole. Nor 
will its columns be used to spread gossip or inflame 
prejudice. It will confine itself to the up-building of 
the industry it is pledged to serve, wholly through the 
dissemination of NEWS which is timely, authentic and of value. 
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Used Truck Values 


In the proposed code for retailers dealing in trucks of 
greater than three-quarter ton capacity, which has been 
filed in Washington as a supplement to the automobile 
retailing code, age has been decided upon as the factor in 
determining the value of a used truck accepted in trade. 
This problem is much more difficult in the truck field than 
in the passenger car field due to the variety of uses to 
which trucks are submitted, the varied types of bodies 
and body workmanship, as well as the wide difference in 
maintenance which trucks receive in the hands of owners. 
Mileage and operating conditions, of course, are impor- 
tant factors in truck life, but it would seem impractical 
to have a board of experts pass on the value of each truck 
offered in trade for a new vehicle. In the long run, 
mileage would give no more accurate gauge of a truck’s 
value than would age. A mileage basis would also permit 
of chiseling on the part of buyers and on many of the 
trucks offered no accurate check on mileage is available. 

To our minds the age basis of depreciation will in the 
long run average out about as fairly as any means that 
could be suggested. Automotive Daily News would be 
pleased, however, to receive suggestions from dealers in 
trucks who feel that they have a better method of deter- 
mining used truck values. Send your suggestions early. 


Used Car Prices 

Occasionally we have heard criticisms from dealers that 
prices of certain used cars as shown in the Official Guide 
were too high. Dealers who make these complaints can 
be right only if their own reports to NADA headquarters 
place a false value on the used cars they sell. The prices 
given in the used car guide are based on the average of 
these dealer reports and the averages are taken by calcu- 
lating machines which countenance no jockeying. Only 
in the case where less than five cars of a certain make 
and model are sold in a region are prices arrived at in 
any other manner. Dealers who give false reports on 
used car selling prices not only fool themselves but lay 
themselves open to prosecution as well. You can help 
yourselves immensely by making your used car sales 
reports to NADA. The more the merrier, but they must 


be accurate. 
ue on on 


Dual Dealers’ Day 


During the recent dearth of new passenger cars with 
which to fill orders on hand, the dealers handling both 
cars and trucks have found themselves in an extremely 
advantageous position. This is a truck year. Commercial 
car registration during January will total approximately 
22,000 units as compared with 15,580 in December 1933 
and 11,713 in January a year ago. Trucks this year would 
be an important adjunct to any passenger car dealer’s 
business. But the dealer entering this field must go in 
with his eyes open and with a complete understanding 
that his truck department is not a step-child but a real 
and profitable division of his establishment. 


The fellow who could never tell which direction the 
driver ahead woud turn now worries about which way 
these Airflow cars are traveling. 


AIR 


By Cliff Knoble 





A REPUBLICAN now knows 
exactly how the fellow feels who 
drives a used car. 

“Nash Corners the Conversa- 
tion,” reads a line in a Nash ad- 
vertisement. An attempt by other 
manufacturers to follow a similar 
trend of thought in their adver- 
tising might result in such de- 
lightful examples as: “Graham 
Grabs the Gossip”’—“Dodge Dom- 
inates the Dirt’’—“Terraplane 
Takes the Talk”—“Reo Rules the 
Rumors”—Buick Bags the Blab- 
bing” and ‘‘Hupp Hogs the 
Hooey.” 


Po sk Py 


What has become of the old- 
fashioned wife who had to have 
a “motoring costume”? 

ok * Ba 


There’s a man in Maine whose 
eyes are said to magnify every- 
thing he sees to a hundred times 
its normal size. Ten to one, he 
owns an Austin. 

* * ok 


Daffy Definitions 

Museum: The average dealer’s 
used car lot. 

k ok BS 

During the past three years, it 
occurs to us that an eminently fit- 
ting slogan for the Austin might 
have been—“The car that fits your 
purse.” 

“Some men are born great, some 
achieve greatness, and some have 
greatness thrust upon them”— 
and occasionally one marries the 
boss’ daughter. 

* * * 
Queer Queries 

Dear C. K.-When my speedom- 
eter says eighty miles per hour, 
how much gas am I using ?—-Reck- 
less Robert. 

Dear Bob— Don’t worry about 
fuel consumption at that speed. 
Put your mind on insurance rates. 

* * 

Some of the almost downtown 
parking lots have missed a swell 
slogan in—“Walk two blocks a 
day and save $4.00 a month.” 

* * oe 

Correct this sentence: “I’m go- 
ing to buy the car I want, regard- 
less of the allowance I get for my 
old one.” 

Your son may turn out to be 
the self-reliant sort of chap who'll 
wear no man’s collar, but you've 
probably noticed that he has no 
hide-bound prejudices against 
neckties. 

This may be a terrible wheeze, 
And if so, you will pardon it 
please! 

If a new car almost, 

Hits a traffie light post, 

Will it tend to get weak in the 
knees? 
Ea * * 


I could fill this column for ten 
years with the unspoken thoughts 
that dealers must have while they 
are being “advised” by factory 
representatives. And not all of it 
would be funny, by a long shot. 


ok * * 


It’s easy enough to be pleasant 
When you just have to sit and 
relax. 


But the man that’s worth while 


Is the man that can smile 
When he’s figuring his income 
tax. 


cg * * 

SELLING CARS is like pan- 
ning gold. You can go out and 
look for it, or you can sit still 


and wait for it to come to you. 
Tipsters who handed in hot 
leads on sales prospects are now 


referred to as “Bird Dogs.” From 
names some salesmen called them 
in the past their canine parentage 
is beyond question. 
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Walk, Darn Yuh! Walk! 


In This Corner 


The views expressed in this column are those of our readers 
Readers 


and do not necessarily coincide with those of the editors. 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 
be observed upon request. 


bludgeoned out of to pay these 
racketeers might well have been 
paid legitimate salesmen for hon- 
est effort and assist them to a 
living wage which they have not 
been getting. 

There are a few honest tipsters 
but my experience has been, they 
are not of the stripe of “sure- 
thing gamblers.”—B. J. MacMul- 
len, Chevrolet Dealer, Santa Ana, 
Cal. 


Truck Code 


In arriving at the value of} 
second hand trucks, a schedule 
has been submitted to Washing- 
ton with the truck code, depre- 
ciating trucks on the basis of age. | 
Light capacity and lower priced | 
trucks have a lesser depreciation | 
than the heavier and slower mov- | 
ing vehicles. In each case, the 
vehicle maintains a certain per- 
centage of its original cost, at 
the expiration of the time limit 
of its depreciated value. 

We find in a great percentage 
of cases that trucks very much 
outlive this depreciated figure. 
We also find, in a survey made of 
the large users of motor trucks, 
that they depreciate their equip- 
ment on the basis of age. 

The question of mileage is also 
a factor but it complicates the 
process to too great an extent 
and we believe that the age cal- 
culation is the more simple, and 








Puzzled 

In your issue of Feb. 21 you 
have an editorial on page two 
under the heading “Banishing the 
Bird Dogs.” Your’ statements 
therein are in direct conflict with 
a ruling we received direct from 
J. O. Munn, secretary NADA 
under date of Nov. 13, 1933. We 
quote you his ruling: 

“This will acknowledge your 


letter of Nov. 8 addressed to Mr. 
(Continued on Page 9) 





on the average will work out 
better. - 
M. L. Pulcher, ~—b word im 
te nag zeaeeet “ on 2 
otor Truc 10., 
Biotae | edgewise 
a By the Publisher 
Oop! 
Your editorial of Feb. 21,| GETTING BACK to the publish- 

“Banishing the Bird Dogs” im-| er’s desk and its problems, which 


this column was created to dis- 
cuss, we found a friend who quite 
seriously assumed that the regis- 
tration figures which we publish 


presses me as having been written 
without fully knowing the facts, 
for in my opinion, you certainly 
“missed the boat” on this one 


which is very unusual for ADN| were furnished to us by R. L. 
editorials. Polk Co. without cost. Polk col- 
You should know that the/|lects these figures from all state 


departments (except New Jersey). 
Imagine that! We are proud to 
say that it was the writer who 
arranged in 1925 for the publica- 
tion of these reports in ADN and 
this feature today is costing us 
more than any other single edi- 
torial feature. 
* * * 

NOWHERE ELSE, except at 
great expense, would the dealer 
be enabled to secure these figures 
as promptly as they are released. 
They are the box-score of a 

(Continued on Page 11) 


largest losses to dealers next to 
used cars, is this racket of the 
tipster. 

You should know that a very 
large percentage of these so- 
called tipsters hand out tips to 
every dealer in his locality han- 
dling a car in the price class 
which the prospect may be inter- 
ested, thus “playing both ends 
against the middle” as he cannot 
possibly lose in the event the 
prospect buys a car at all of any 
make. 

The money dealers have been 

















D OUT OF 10 BEST SELLING CARS 
PREFER Tht TRIBUNE IN CHICAGO 


The Ten Leaders Spent More in Sunday Tribune Alone than 
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CONOCO GASOLINE AND OIL advertising is con- 
centrated in the Tribune. Last year Conoco placed 
59,759 lines of advertising in the Tribune—95% of all 
their linage in Chicago newspapers. 





@ Makers of 9 out of the 10 passenger car buying pace unequaled by any of 
cars first in Cook (Chicago) County sales America’s four biggest cities. For factory 


in 1933 spent more of their Chicago ad- and dealer alike, the Tribune is the dom- Pon. “ee 

vertising appropriation in the Tribune inant medium for stimulating motor car HOST TO ADDITIONAL millions of World’s Fair 
e : iz * a ‘ . visitors again this summer, Chicago offers the auto 

than in any other Chicago newspaper. sales in this market. manufacturer an opportunity to do a national as well 


as a local advertising job at one low cost. 


And on one day alone—Sunday—the Ask a Tribune representative to give 
ten leaders spent more in the Tribune you the facts with which to plan a pro- 
than in all Chicago afternoon newspapers gram of advertising to take advantage 
combined! This is the advertising record of the increasing opportunity for volume 
for a year in which Chicago set a motor sales in the Chicago territory. 
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Chevrolet Man “Reveres”’ 


Increased Employment 


Depends on 


(Special from ADN 

Washington, Mar. 9.—The par-| 
amount need of the automotive 
industry is increased volume if | 
it is to increase employment to| 
a substantial extent. 
So declared William J. Cronin, | 


secretary, manufacturers’ com-| 
mittee, National Automobile 
Chamber of Commerce, in a 


statement this week before the 
employment group of the NRA 
conference of code authorities. 


“In spite, however, of certain 
inherent difficulties found in an 
extremely sensitive market for 
its product, in a wide seasonal 
fluctuation in consumer demand, 
and in the changing trend from 
high priced cars absorbing a 
large labor factor to low priced 
cars employing less labor, the} 
industry, in conformity with the 
letter and spirit of the Recovery 
program, has absorbed substan- | 
tially all of the labor attached to| 
it in the year of greatest demand | 
prior to the depression, at an} 
hourly wage fairly comparable | 
with peak levels and in spite 
of consequent material increase 
in costs is furnishing its product | 


to the consumer at an actual! 
reduction in price,” Mr. Cronin | 
asserted. “Profit margins have} 


already been reduced to a point) 
where any further increases in| 
cost must necessarily be passed | 
on to the consumer.” 

These points, and others to be| 
cited below, were part of a 
comprehensive and effective pres- 
entation made before the em- 
ployment group by Mr. Cronin 
Tuesday. 

Fear Price Boost 

In emphasizing the need for 
increased volume as a basis for 
further increases in employment, 


Mr. Cronin pointed out that) 
“while shortening hours might 
add a limited number of em- 


ployes temporarily, the offsetting 
factor of increased prices would 
in all probability decrease volume | 
to such an extent that there 
would be ultimately a net re- 
duction in employment.” 

“It is impossible,” he continued, 
“to overemphasize the grave 
consequence that an increase in 
price may bring to both the! 
workers and the manufacturers 
as a result of reduced volume and) 
consequent unemployment. 

“The automobile industry has| 
made definite progress toward| 
recovery. If given a reasonable | 
opportunity to carry on without! 
being forced to increase prices| 
with necessary flexibility in| 
operations permitted by the code, | 
and barring’ interruptions in| 
production resulting from labor} 
agitation, there is good basis 
for the hope that expanded opera- | 
tions may result in the re-em- 
ployment of thousands of addi-| 
tional men and at not less than 
the high level of wages now 
prevailing.” 

In his statement Mr. Cronin| 
stated that the recent automobile 





shows conveyed to the most 
casual observer a complete 
demonstration of the industry’s 


contribution to the recovery pro- 
gram. These cars, he = said, 
marked a radical departure from 
all previous models and necessi- 
tated the largest investment in 
the industry’s history in dies, 
tools, and equipment for the pro- 
duction of the new models. 


Seasonal Influences 

Pointing out that in any con- 
sideration of the part which the 
automobile industry shall play 
this year in recovery it is 
necessary to take cognizance of 
certain inherent characteristics 
of the industry, Mr. Cronin cited 
a number of basic facts to the 
employment group, as follows: 

“It is evident that the industry 
is confronted with a demand for 
its products which varies very 
greatly from one part of the year 
to the other. The record of retail 
deliveries follows consistently the 
same pattern every year. There 
is a sharp rise in demand in 
the early months of the year, 
reaching a peak every year in 
April and May and declining 








| of 


Sales Volume 


Washington Bureau) 
steadily from that time to the 
end of the year. 


“The second fact with which 
the industry is confronted is that 
demand for automobiles is ex- 
tremely sensitive to changes in 
business conditions, selling price 
and other factors. The decline 
in volume from 1929 to 1932 was 
very severe and in spite of the 
recovery in 1933 the volume last 
year was only 38 per cent of 
1929. Further recovery in busi- 
ness nationally is expected this 
year and we have estimated that 
the most probable volume will be 
about 2,750,000 cars and trucks. 
This will be about half way be- 
tween 1930 and 1931 volume, and 
about half the total of 1929. 


Buying Choices 





“The third very significant fact 
which has confronted the indus- 
try in recent years particularly is | 
the change in the trend of de-| 
mand from the higher priced | 
car to the lower priced field. 

“The principal significance of | 
this change in demand in connec- 
tion with our discussion here to- 
day is the fact that a very much 
higher percentage of labor would | 


be applied in the production of | 
the higher priced car than in| 
the production of the lower 


priced car. 

“In 1933, sales in the low price | 
class were 47 per cent of sales} 
in the same price class in 1929; | 
in the lower medium price class 
they were 23 per cent of such| 
sales in 1929; in the upper medium | 
only eight per cent; and the} 
highest price class 18 per cent| 
sales in the same class in| 
1929. In other words, the re-| 
covery in 1933 was confined en-| 
tirely to the low price class, and | 
the lower medium class. All of | 
the higher priced classes showed | 
further contraction in volume as 
compared to 1932. 

“The labor required to produce | 
higher priced cars is two or three 
times as much as that required 
to produce a low priced car. We 
estimate that this shift in demand 
has produced about a 12 per cent 
decline in the total labor demand |} 
of this industry.” 

Mr. Cronin went on to explain} 
that while a great decline in labor | 
requirements has resulted from| 
this shift in demand, the industry | 
has compensated for the decline} 
by increasing the labor required | 
in producing low priced cars by | 
making them better and more| 


modern to maintain the indus-| 
try’s program of progress. As a| 
result, actually there has been) 
no aggregate reduction in the | 


labor required for the average 
car produced in.1933 as compared 
with 1929. The speaker noted) 
that the high total of labor ab-| 
sorbed per car in 1932 was due} 
to the extremely low level of | 
production and the efforts of the} 
manufacturers to give as many 
men work as possible. 
Work Spreading 

“As production fell,” Mr. Cro- 
nin continued, “employment fell 
also, but not so rapidly because 
of the efforts of the manufac- 
turers to spread work. As a 
result, when recovery began, the 
increase in average monthly em- 
ployment in 1933 was not as great 
as the increase in production. 
However, on Feb. 15, 1934, em- 
ployment by NACC members was 
the greatest since September, 
1929, reaching the significant to- 
tal of 183,000, and has increased 
substantially since that date with 
the result that employment today 
approximately equals the average 
for 1929. . 

“The average hourly earned 
rate for factory employes did not 
decline greatly during the depres- 
sion. The reduction from 1929 to 
1932 was 16 per cent. The average 
for the first six months of 1933 
was 57.5 cents per hour, but the 
average for the year was about 
61 cents. The average for the 
last four months of 1933 after 
the adoption of the code was 65 
cents. A rising tendency has been 
apparent in the base earning rate 
for some time, which combined 





GM Export Sales 
Show 62% Gain 
Over Feb., 1933 


New York, Mar. 9.— General 
Motors sales abroad from all 
sources for February totalled 11,- 
195 units, an increase of 62.3 per 
cent over the total for February 
1933, and an increase of 49 per 
cent over the total for February 
1932. 

For the year to date, Overseas 
sales have totalled 21,512, and 
have run 71.9 per cent ahead of 
the corresponding period in 1933, 
and 58 per cent ahead of 1932. 

The continued recovery in evi- 
dence is world-wide in its extent, 
and applies not only to the corpo- 
ration’s products manufactured in 





the U. S. and Canada, but also to 
the Opel product manufactured in | 
Germany, and the Vauxhall prod- | 
uct manufactured in England. 


with the achievement of a 
smoother flow of production, it is 
estimated will produce a March, 
1934, average hourly earned rate 


| equal to the average of 1929. 


“The trend of average hours 


| per week shows a fall from 45.6 


in 1929 to 31 in 1932. The increase | 
in 1933 was slight because of the | 
increase in number’ employed | 
which tended to hold down the} 
average hours per employe per | 
week. Hours this year are limited 
by the code to an average of 40 
per man per week. In a compli- | 
cated industry like automobile | 
manufacture, with so many speci- | 
alized processes, this 40-hour limit | 
will mean that the average for | 
all employes for the year will be 
less than 40, probably about 35, 
and only a portion of the em- 
ployes will average the maximum 
allowed by the code. 

“Already this season there has 
developed in the industry an acute | 
shortage of certain classes of | 
skilled labor. The result of these 
shortages has been to force par- 
tial lay-offs of workers in de- 
partments dependent for material 
on those in which shortages exist. 

Labor Costs Up 

“A further result has been to 
prevent the employment of addi- 
tional workers in such dependent 
departments. The effect of these 
shortages, plus numerous other 
factors resulting from the ina- 
bility in a highly developed in- 
dustry to maintain a perfect flow 
of production, has been to pro- 
duce the result, that the average 
hours of the working force as a 
whole, is substantially less than 
the average permitted by the 
code. As the industry progresses 
further toward its full seasonal 
program of production, further 
shortages of skilled labor are ex- 
pected to develop with similiar 
results.” 

In discussing average weekly 
earnings of factory employes, Mr. 
Cronin pointed out that although 
wage rates and volume _ were 
higher in 1933 than in 1932, efforts 
to spread work both before and 
after the adoption of the code 
tended to keep weekly earnings 
down so that there was no great 
increase over 1932. For 1934, how- 
ever, the restoration of 1929 
hourly rates for the full year, plus 
a higher average number of hours 
per man per week than for sev- 
eral years are expected to raise 





weekly earnings materially. It 
is estimated that in March the 
average weekly earnings will 


probably be about $30.00. 

“In an effort to indicate the 
effect of all of these forces on 
costs and prices, we have selected 
one standard 1934 model of a 
representative large volume 
manufacturer and have compared 
it to the same car of 1926,” Mr. 
Cronin explained. “The list price 
of this car in January, 1934, is 
nine per cent lower than the 
corresponding car in 1926. It 
should be noted that the car in 
the meanwhile has been greatly 
improved. The cost of produc- 
tive labor, however, is now 18 
per cent above 1926, materials and 
freight are about eight per cent 
lower than in 1926, but total ac- 
counted manufacturing cost is 
equal to the 1926 level. 


and Finally Gets His Man 


Las Animas, Colo., Mar. 9.— 
Verne Wilson, local Chevrolet 
salesman, remembering the ride 
of Paul Revere, recently sold a 
1934 Chevrolet to a locomotive 
engineer, literally “on the fly.” 
It all came about like this: 

Among Wilson’s prospect was 
one Frank Coyle, living at La 
Junta, 18 miles west of here, who 
is an engineer on the Arkansas 
Valley Railway. Through a faulty 
telephone connection, Wilson un- 
derstood he was to call at the 
Coyle home to demonstrate the 
Chevrolet at ten o'clock one 





Wilson got into his demonstrator, 
paralleled the train, and was 
waiting, order blank in hand, 
when the next stop, Fort Lyon, 
was reached. Here he got in 
eight minutes more of sales talk 
before the train left. 

Now determined to land the 
prospect, Wilson moved on to 
the next town of Hasty, and there 
got in a few more hasty words 
before the train pulled out—but 
still without the order. By this 
time, Wilson decided to get that 
order if he had to chase the 
prospect clear into Kansas. 

Maybe engineer Coyle detected 





morning. Driving the 18 miles, 
he discovered that the engineer 
had left on his run at ten, and 
expected to meet the salesman at 
Las Animas. So Wilson retraced 
his route, and pulled up at his 
home station just as the train 
arrived. 

He climbed into the engine cab, 
and was just going nicely on his 
sales talk when the prospect and 
the train were ordered on. So 


Black Stag 





es Comeback 


this glint of decision in the sales- 
man’s eye, when, at the fourth 
step up the line, he saw the fa- 
miliar figure of Wilson Chevro- 
laying for him. At any rate, he 
signed for a six-wheel sedan one 
minute before getting his orders 


to move on. And, with the sale 
in the bag, Wilson headed home 
from his first 75-mile sales talk 
in the history of the automobile 
industry. 


As Popular Car Color 


Mar. 9. 
ing revival in the demand for 
black cars in recent weeks, is 
pointed out by the Duco Color 
Index. Black’s abrupt rise in 
popularity, amounting to a 30 
per cent gain over the previous 
month, is attributed to the en- 
forced low rate of current pro- 
duction. With deliveries at a 
premium, customers have taken 
whatever was offered regardless 
of finish. The index says: 

“Most of the light, gay 1934 
style colors available on the new 
models have not yet been viewed 
outside of automobile shows. 
When car production is suffici- 
ently caught up on back orders, 
it is anticipated that the novel 
aspect of these offerings, in con- 
trast with the dismal character 
of the prevailing car colors, will 
go far to undermine the prestige 
of black. 

“Green has_ sanctioned last 
month’s forecast by maintaining 
an advancing trend in the face 
of the decline recorded for all 
other color families. Pure greens 
are the most popular automotive 
colors in this hue at present. 

“Maroon has had the most 
abrupt and extensive drop of any 
color favorite in the present de- 
cline. Regent maroon and Wal- 
dorf maroon continue to sell best 
in this hue. 


“Blue was again the most 
favored color for exhibition pur- 
poses at the Toronto Auto Show. 
Approximately one-half of this 
year’s entries were in this hue, 
or derivations of it. Green fol- 
lowed in importance with maroon, 
brown, black and grey repre- 
sented in the order listed. 

“The one color over-all theme 
was in greater prominence than 
at last year’s show and the colors 
in general bore marked evidence 
of having been __ individually 
selected to specifically grace the 
details of 1934 car design. 


Detroit, 


Chance to New York 


New York, Mar. 9. Frank 
Chance, for the past four years 
associated with the Chicago office 
of Erwin, Wasey & Co., has joined 
the New York staff in an execu- 
tive capacity. 


An astonish-O———""— 








Treasury Rules 
On Tax Exempt 
Sales of Parts 


(Continued from Page 1) 
subject to tax may be sold tax 
free by the manufacturers therof: 

(1) to manufacturers for use as 
material in the manufac- 
ture of, or production of, 
or as a component part of, 
a taxable article. 
to vendees for resale to 
manufacturers for use as 
material in the manufac- 
ture of, or production of, 
or as a component part of, 
a taxable article. 

Articles subject to tax may also 
be sold tax free by the manufac- 
turers thereof: 

For resale by the vendee to a 
state or political subdivision 
thereof for use in the exercise 
of an essential governmental 
function, if such article is in 
due course so resold. 

These three cases illustrate the 
only tax free sales of parts sanc- 
tioned by the department. 


(2) 


Stewart-Warner Corp. 
Report Shows Deficit 

Chicago, Mar. 9.— The annual 
report of the Stewart-Warner 
Corp., released today, shows a net 
loss for 1933 of $1,791,060. Most 
of this was sustained in the first 
six months of the year, it was 
said. Drastic reorganization of 
capital structure, accounting, 
manufacturing and distribution 
practices have been effected un- 
der the new management, the re- 
port revealed. 

The outlook for the current year 
was reported as good. Sales in 
January, 1934, totaled $1,120,584, 
an increase of 128 per cent. Feb- 
ruary sales of $1,284,776 are far 
above the $514,679 sales of Febru- 
ary, 1933. Sales volumes of $6,- 
357,598 for the second half of 1933 
showed a gain of 70 per cent over 
the last six months in 1932. Janu- 
ary and February, 1934, sales were 
greater than for the full year of 
1933, the report stated. 
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ily coming in, In short, it all 


boils down to the fact that pro-| 


duction of the new 1934 Chevro- 
let is increasing daily.” 
* * OK 

AND THEN Holler touched on 
the way Chevrolet commercial ve- 
hicles are moving, pointing with 
pride to the fact that January 
truck sales jumped 90 per cent 
ahead of the same month of 
1933. Dealers selling trucks, too, 
have taken advantage of the 
shortage of passenger cars. Deal- 
ers paying around $17 a week to 
salesmen as ordered by NRA 
have turned the salesmen loose 
on truck sales, with the result 
that they have found that trucks 
these days move remarkably fast 
if the salesmen get busy. 

od * * 


The east for years had had its 
Vanderbilt cup and out on the 
Pacific Coast the Californians 
were pulling off important road 
races. 


So the Chicago Automobile 
Club came into the picture as a 
promoter, staging the famous 
Cobe Cup road race. Green as 
grass, we sillies imagined that 
all we had to do to make such 
a race pay was to build an im- 
mense grand stand. But we got 
fooled—there was only a sprink- 
ling of people in the stand, al- 
though the race attracted thou- 
sands who stood around the 20- 
mile circuit and didn’t pay a cent 
at the gate. And the club went 
$25,000 in the hole. 





NEXT YEAR the Elgin course 
was discovered by the Chicago 
Motor Club, which profited by 
the Crown Point experience and 
went into partnership with the 
farmers owning the land touch- 
ing the course. Each farmer got 
a substantial sum for each coupon 
torn off the tickets of spectators 
witnessing the race from his 
property. Which made big money 
for the promoters and the classic 
was continued for years. 


* Ba * 


HARKING BACK to Crown 
Point, though I always have felt 
that the Cobe Cup race did more 
to make Buick’s reputation in 
those early days than any other 
promotion in that era. Louis 
Chevrolet, Bob Burman and Louis 
Strang were the factory’s racing 
team and the field included the 
pick of American cars of that 
period. Three-quarters of the race 
run and Louis Chevrolet had en- 
gine trouble—he was hitting on 


“Buy British” 
Movement Aids 
Car Production 


New York, Mar. 9.—The bul- 
letin of the British Department 
of Overseas Trade indicates a 
substantial increase in the total 


automobile units manufactured 
for 1933 and what is significant 
a steady volume increase over 


the last three years. 
Exports have also surged for- 
ward due in a great measure to 


only three of his four cylinders 
and looked licked. But Louis 
he designed the first Chevrolet, 
you know—knew his stuff. He 
ripped off the _ wiring on 
his bum cylinder and limped home 
on the remaining three victor 
in one of the most strenuous 
road races ever run. 
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the “Buy British” movement, the 
percentage of overseas business 
of 18 per cent in 1933 against 10 
per cent in 1931 representing the 
difference between 51,751 and 24,- 
742 units respectively or an in- 
crease in car units of 109 per 
cent at an increased value of 
1,227,183 pounds, the averaged ex- 
port unit values being 130.8 
pounds in 1933; 133.3 pounds in 
1932 and 182.5 pounds in 1931. 


The following tables would 
seem to indicate that “Nation- 
alism” in the British automobile 


market has produced results and 
deserves serious attention from 
the export divisions of Ss. 
manufacturers. 


U. 


Truck 
65,508 
61,475 


67,310 


Tassenget 
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158,997 


Pound \ Aver. Unit Value 
6,742 


alue 
2,657 130.8 
33 5.447374 133.3 
931 1,515,474 182.5 
ar Total Exports % of Total 
> f1.75 18.084 
17.23% 
10.93% 


“ASK YOUR FRIENDS Who 
Own Them” is the catch line in 
Packard's current national mag- 
azine advertising. Which led me 
to believe that this pioneer con- 
cern had dropped the oldest slo- 
gan in the industry, “Ask the 
Man Who Owns One.” But read- 
ing the text of the ad I discov- 
ered that this phrase is being 
used to advertise a book—a 
“Who’s Who,” which gives you 
the names of people in your im- 
mediate vicinity who have pur- 
chased Packards so you can ask 
them how they like the car. 
Clever idea. 

“Ask the Man Who Owns One” 
has been used by Packard since 
1902 and the man who coined the | 
slogan was none other than the 
late J. W. Packard himself, and | 
he fathered it unintentionally. A | 
customer had written him, saying 
he had heard Packard was a good | 
car, but he wanted to know if 
it was so. Mr. Packard sorta 
considered this a challenge. He 
knew he built a good car and 
he wasn’t afraid to let it speak 
for itself or rather let the owner 
testify. So he wrote back, ad-| 
vising the prospect to “ask the) 
man who owns one.” 

* * | 

THIS PHRASE clicked with 
the founder of the company and 
it was first used in an advertise- | 
ment in 1903. Since that time 
Packard has stuck to the slogan, 
finding it served a double pur-| 
pose. <A _ prospect could check | 
with users and get an unbiased | 
opinion from disinterested parties, 
while it has had a _ wonderful 
effect at the factory. It keeps up | 
the morale of the Packard or- 
ganization and establishes a pride | 
in building the best possible car 
the company can turn out. It’s 
a challenge to the engineers, and 
everyone else on the payroll to 
keep Packard up to its long es- 
tablished high standard of work- 
manship. 








2 WMULLION PEOPLE 


will be “sold” on Cadillacs 


and then buy PLY WMOWWPES 
FORDS a CElaVviRObsrs 








If advertising's job were just to create desire, no campaigns could 


compare with those of Pierce Arrow, Cadillac, Lincoln, et al. Every- 


one wants their cars... but unfortunately, only a few can buy them. 


The job of fine-car advertising is to find these few, and sell them. For 


eer | this we suggest BUSINESS WEEK. 

JAY LASHAR never overlooks | 
a bet to publicize Weed tire| 
chains and he is cashing in on 
the Dillinger case. Not a frame- 
up, understand; he just got the 
break, if you can call it a break. 
The evidence is found in a note 
from the advertising manager 
of American Chain, who writes: 

“As you know, I always have 
contended that failure to put on 
Weed chains when roads and 
streets are slippery constitutes 
criminal negligence. Now, there 
is evidence that even a man who 
is a criminal in fact does not neg- 
lect to have chains put on tires 
of the car in which he is riding. | 

“I am referring to the Asso-| 
ciated Press account of the ga- 
rage’s man’s thrilling ride with 
John Dillinger, the desperado who 
made his escape from the county | 
jail in Crown Point, Ind., as per 
attached clipping. Note that Ed- | 
win Saager, Dillinger’s hostage, 
stated: ‘We skidded into the ditch 
once, and Dillinger made me put 
the chains on the car so we 
could go on again.’” 

of a * 


BUSINESS WEEK has only 89,561* subscribers. But every one, in order 


to have his subscription accepted by the publisher, has to be a sub- 


stantial figure in business or industry. Substantial enough to buy 


your car—if you can make him want it! 


Tell these men your story in this one magazine which men who 
must be up on business affairs can’t be too busy to read. Tell them 
the kind of sales story that would make you, as a hard-headed business 


man, buy a car—buy your car. 


*89,561 A. B.C. Dec. 30, 1933 Issue 








MENTION of Crown Point stirs 
up old memories, for back in 1909 
there was run over a course just 
outside the little town the first 
road race 





2 Business Week 


in the middle west. A McGRAW-HILL PUBLICATION 
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N.R.A. Promulgates Rules — 


For Conduct of Industry 





(Continued from Page 


the new program will not work 
a savage change in present hour- 
wage conditions. Although oper- 
ating beyond the schedule by vir- 
tue of a special exception granted 
by the NRA, the motor manufac- 
turers are subject to a code that 
establishes a 36-hour week. 
Now, should industry as a 
whole be forced to make the pro- 
posed ten per cent cut in hours, 
the standard suggested by Gen. 
Hugh S. Johnson, Recovery Ad- 
ministrator, the general deduction 
would be four hours from the 
average work-week of 40 hours 
set up by the mass of NRA codes. 
The effect would be to create a 
36-hour week as the NRA stand- 
ard. To that standard, the motor 
industry already conforms save 
as it is governed by the special 
dispensation granted to cover a 
shortage of skilled workers dur- 
ing its period of peak production. 
To be sure, Gen. Johnson's sug- 
gested ten per cent reduction in 
hours relates to the particular 
code under which an industry is 
operating. That would mean, lit- 
erally, a 3.6 hour reduction in the 
36-hour week now prescribed for 
the motor makers. However, the 
way is left open for exceptions as 
the NRA has stated its case and, 
already subject to a_ schedule 


| with leaders of the 


1) 

In the face of the demand on 
the part of the administration for 
a reduction in working hours and 


increases in wage scales, indus- 


trial and business leaders see no 
alternative to increased prices. 
They were free in their predic- 


tions that if forced to follow this 
course prices would outstrip ef- 


result a general and strong buyer 
resistance by spring. 

A buyer’s strike, 
by the labor strikes which were | 
so freely forecast during the con- | 
ference, presages rough sledding | 
ahead for all enterprise as the | 
situation was assessed when the 
sessions ended. 

However, a Gargantuan effort 
already is under way to prevent 
both types of strikes. So far as 
the automotive industry is con- 
cerned, the administration is pre- 
paring to act at once to terminate 
the threat of labor difficulties. 
Officials will sit here next week 
industry and 
labor’s representatives in an ef- 
fort to thresh out the hour and 
wage situations which threaten to 
disrupt the tempo of present op- 
erations in the motor factories. 

Action of the National Labor 
Board in taking jurisdiction in 
the automotive industry situation 
the minute Michigan conditions 





likely to become the standard, the | 
motor makers would have a/| 
strong argument for being put in| 
the excepted group. Moreover, 
the grant of the first exception, | 
that which now permits the in- 
dustry to operate on a 40-hour | 
week, was made to meet a condi- 
tion that would have crippled the | 
industry’s recovery program as} 
the result of a shortage of skilled 


employes. To the extent that it| 
proved its case in this respect | 
once —that its prescribed hours 
were too short—the industry may 
be in a good position to do it 
again. 


There were intimations of other | 
difficulties ahead of the industry, | 
as the | 


in common with all others, 
history-making Conference of 
Code Authoritie Ss came to an end. | 


| the 


| lated 


began to become trouble, is sig- 
nificant of the anxiety to keep 
industry on an even keel. 
Regional labor boards were al-| 
lowed to handle cases of contro- 
versy so long as they were iso- 
and somewhat removed | 
from the heart of the industry, 
but when they approached the 
zone of the nation’s motor capital 


a different policy manifested 
itself. 

As the week, the most vivid in 
New Deal history, came to a 


close, its net effect upon the auto- 
mobile industry was by no means 
clear. Some time must elapse 
before it is apparent. The exist- 
ing situation seems to be a com- 
bination of dark clouds and 
patches of clear blue sky. 


Industry’: s Chiefs Pleased 


With Effects of New Deal 


(Continued from Page 1) 





ing provisions of the code. He 
suggested a remedy in the form 
of a police force composed of 
CWA workers which would serve 
the purpose of investigating con- 


ditions and bring about com- 
pliances. 
It was Mr. Kiser who inter- 


polated into the conference pro- 
ceedings the suggested slogan for 
NRA: “Crack down or crack up.” 

The employment group sessions 
brought one critical estimate of 
the automobile industry’s NRA 
performance. It was offered by 
John McGinley, member of the 
silk code authority, who linked 
the automobile and steel indus- 
tries as the chief sponsors of the 
company union which, he de- 
clared, was subversive of the 
recovery plan. 

Sessions of Group 2 of the 
conference, that assigned to con- 


sideration of the problem of 
prices, brought comment from 


two automotive group representa- 


tives. One was E. S. Baldwin, 
representing the Automotive 
arts and Equipment Whole- 
salers, who declared his group 
was opposed to uniform price 
discounts. “In some cases,” he 
said, “it would amount to out- 


right price fixing. Most automo- 
tive parts are of uniform prices; 
therefore a fixed differential 
would result in hardship for auto- | 
motive parts dealers.” 

The other was H. B. Peabody, 
representing the Code Authority 
of the Motor Vehicle Storage and 
Parking Trade. 

“Before the trade began to 
operate under its NRA code,” Mr. 
Peabody said, “it was working its 


employes 70, 80 and 90 hours 
weekly and paying them wages! 





that constituted mere pittances. 
Declaring that he had two mes- 
sages to bring to the NRA Mr. 
Peabody went on: 

“One is a message of gratitude 
for making us pay our employes 
decent wages; the other is a 
prayer that the NRA will show 
us how to recover our costs, that 
we may continue in the path of 
righteousness.” 

3ut one representative of the 
automotive trade had a modifica- 


tion in NRA practice to suggest | 
before Group 3, that assigned to 


the question of production 
control. | 
It was at the sessions of this 


group that S. M. Heimlich, Long | 
Branch, N. J., and representing | 
the New Jersey Automotive Trade 
Assn., proposed a special code of 
fair trade practices to govern the 
relationship between automobile | 
manufacturers and dealers. In| 
support of his suggestion, Mr. 
Heimlich cited figures showing a 
reduction of 7,500 in the number | 
of automobile retailers between 
1932 and 1933. This decline he} 
attributed to “inequitable con- 
tracts which dealers are forced 
by manufacturers to sign.” | 

Evident satisfaction with the 
administration of automotive 
codes was apparent in the 
sions of Group 4 of the confer- 
ence, that assigned to consider 
the general problem of code ad- 
ministration. The single auto- 
motive industry representative to 





ses- 


offer a comment before this 
group was C. C. Carlton, member 


of Code Authority of the APEM. 
Mr. Carlton’s suggestion dealt 
with the elimination of the over- 
lapping effect of codes within the 
automotive group. 


fective consumer income with the | 


accompanied 


Since 1929 Dodge has managed to get out all its units on one production line. 
at fever heat, the second line has been piuced in operation for the first time in five years. 


thermometer 


Not Since the Good Old Days of 1929 





with the sales 


Now, 


These boys are working hard to supply the huge bank of unfilled orders accumulated since the auto show 


Kmployment at 
Highest Since 
Gunes of 1929 


(Continued from Page 1) 


month of our greatest year, or all 
the labor normally attached to it. 
Predicts Good March 

“If strikes do not prevent, it is 
safe to say that the figure will 
be much larger in March,” the 
speaker added, observing further 
that, “our members have thus 
contributed greatly to the better 
conditions which prevail in De- 
troit, where further re-employ- 
ment now awaits the recovery of 
the construction and other heavy 
industries which are _ still so 
greatly depressed in that area.” 

The hours of work were shown 
to have declined from 45.6 per 
week in 1929 to 31 in 1932, with 
an estimated increase to an aver- 
age of 35 hours per man per 
week in 1934 under the present 
code provisions. 

An actual shortage in 
skilled classes of labor, Cronin 
testified, has resulted in delay- 
ing the re-employment of other 
workers dependent upon these 
classes. It has operated in part 
to force a lower average work 
week for the industry as a whole 
than the allowable average. An 
average for the working force 
as a whole would always be less 
than allowable hours under the 
code because of this and similar 
difficulties in maintaining a uni- 
form flow of production. 

Concluding, he added, that per- 
haps the greatest problem which 
| faces the manufacturers is one 

of maintaining volume. 





certain 


No lee Cream 





French Government Backs 
Citroen in Self Protection 


Detroit, Mar. 9. Cabled ad- 
vices that the Bank of France} 
and other institutions will take 


the financial control of the 
Automobile Works, 
largest motor car enterprise in 
the country, have caused consid- 
erable speculation here, where 
Andre Citroen is well known be- 


over 
Citroen 


cause of his several visits to 
Detroit in recent years. 
It is understood that Citroen, 


the spectacular “Ford of France,” 
will retain technical control of 
the company but that financial 
policies will be supervised by the 
3ank of France. 

According to reliable informa- 
tion this move on the part of the 
government, which controls the 
Bank of France, one of 
protection. The Citroen Works 
employ directly 25,000 men and 
several hundred thousand more 
Frenchmen are dependent on its 
continued activity for a living. 


is 


The shortage of cash which pre- | 


cipitated the entry of the Bank 


of France into the picture is at- | 


tributed to the fact that in 
October, 1933, Citroen announced 
no model changes in his line. 
Other manufacturers brought out 
improved models which increased 
sales competition to a _ point 
where the “French Ford” decided 


the | 


self- | 


to really the 
thing new. 

Citroen started on an entirely 
new line which embodied front 
wheel drive, a hydraulic clutch 
(the first ever placed on a motor 
car), did away with the conven- 
tional chassis frame and de- 
veloped a body along the style of 
the “streamlined” cars just in- 
| troduced here. 

Delays in getting into produc- 


give public some- 


| tion on this new line, which is 
expected to appear within the 
next 60 days, left dealers with 


only the older models to sell. 

In the meantime the _ recent 
riots occurred, France’s position 
as the only great nation still on 
the gold standard grew more dif- 
ficult, and buying all over the 
country was brought virtually to 
a standstill. It is estimated that 
half of the cash in circulation 
immediately went into the hiding 
places of “hoarders.” 

Thus Andre Citroen found him- 


self with insufficient cash, a 
market that had temporarily van- 
| ished and a new model which 


was not yet ready for the trade. 

It is anticipated that with the 
return to normal of the French 
situation and with the introduc- 
tion of Citroen’s new models this 
| condition will disappear 


‘Blue Eagle Given Credit 
For a $600,000 Payroll 


Sandwiches 





Ice cream sandwiches don’t pop out of this refrigerator when the 


handle is pulled. But Dodge valve seats do. 


Then they are placed 


in the motor block and when normal temperature expands them, 


are there for y 


years to come. 


isieaaaaiiee Mar. 9.-—“The 
goose that laid the golden egg 
has built a $600,000 hatchery in 
Newcastle, but she’s no goose 
| she’s a blue eagle,” says a special 
article in the Indianapolis Times 
dealing with the return of boom- 
time prosperity to this hotbed of 


automotive manufacturing ac- 
tivity. 

“Each month she hatches this 
$600,000 payroll,” the article con- 
tinues. “Yesterday she cackled 
to the tune of hammers in the 
Chrysler Motors plants to lay 
$280,000 in pay envelopes at the 


| feet of Newcastle merchants. 

“Daily approximately 1,000 men 
commute by trolley and automo- 
bile from Muncie to work on one 
| of three eight-hour shifts at the 
Chrysler plant or the Ingersoll 
Dise Steel Co.” 

Chrysler, the article states, has 








6,000 men on three eight-hour 
shifts, some weeks working seven 
| days. The Steel Disc Co. works 
500 men on three shifts and the 
Hoosier Cabinet Co. employs 600 
more. The Chrysler payroll alone 
averages more than $500,000 a 
| month, it was said. 
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Packard Electric 
Reports 35-Year 
Record Output 


Warren, O., Mar. 9.— Packard 
Electric Corp. reports that Febru- 
ary 1934 contributed the largest 
production month in its history. 
When the plant closed Wednes- 
day, Feb. 28, a check-up showed 
that over one and a half billion 
feet of copper wire had passed 





through the carboloy and dia-| 
mond dies in the wire drawing | 


plant. These small strands of | 
copper ranged from 20 to 36| 
gauge. From these, dozens of 


different stranded-conductor au- 
tomotive cables were made vary- 
ing from seven to 648 strands in 
a single conductor. If all of this 
copper drawn and shipped dur- 
ing February had been used in 
making 16 gauge lighting or ig- 
nition cable, for instance, it would 
have measured 58 million feet or 
11,000 miles—nearly one-half the 


distance around the earth at the 


equator. 

A large portion of Packard’s 
February production is for the 
many new model cars. Another 
large amount will be used for 
replacements for older models. 


Heads Canadian 
Studebaker Sales 





(Continued from Page 1) 


Pierce-Arrow Export Corp. in the | 


West Indies and the Far East for 
several years, and later was man- 
aging director of the Studebaker 
Corp. of Australasia, Ltd., Sydney, 
Australia. He handled retail and 
wholesale operations in that city, 
as well as body production and 


advertising for all of Australia. | 
Immediately prior to his trans- | 
fer to Canada, he spent two years | 


in South Africa representing the 
passenger and commercial cars 
of the Studebaker group, which 
includes Studebaker and Pierce- 
Arrow passenger cars, Studebaker 
trucks and White and Indiana 
trucks and buses. 


Gas Tax Gains 

Raleigh, N. C., Mar. 9. 
oline tax collections for February 
were $141,498 ahead of the same 
month last year and for the eight 
months of this fiscal year they 
showed a gain of $953,712, accord- 
ing to announcement by the State 
Revenue Department. 


Gas- 


IN THIS 


CORNER 


(Continued from Page 4) 
Vesper, regarding interpretation 
of the code relative to locating 
prospects. We are essentially a 
selling trade and we believe it 
would be harmful rather than 
beneficial to put any restrictions 
whatever on sales’ promotion 
schemes that seem in any dealer’s 
judgment to be helpful to his 
operations, as long as there is 





| 








nothing in such schemes that will | 


get the customer a discount op 
a new car. Sincerely your , 
(signed) J. O. Munn, Secret: ¢y 
NADA.” 

The above is in reply to a letter 
from us asking if it would be 
permissable to pay “Bird Dogs” 
a small commission in helping 
locate prospects. 

There seems to be considerable 
misunderstanding among dealers 
in this section. I would appreci- 


ate it if you will give us your | 


source of the information that 
prompted the _ editorial.—C. D. 


Boone, president, Northwest Mo- 


tors Inc., Vernon, Tex. 


Editor’s Note: The most recent | 


interpretation of the dealer code 
bans the payment of commissions 
to other than regularly employed 
salesmen. This ruling would pro- 
hibit the use of “bird dogs” or 
tipsters. 





| 


AGAIN 


on the way to 


NEW SALES RECORDS! 





‘io automobile shows 
are over — the selling 
season is beginning—and 
already Pontiac is sweep- 
ing into a stride that in- 
another record- 


dicates 


breaking year in 1934. 


At the automobile shows themselves — right across 
the country, from New York to San Francisco 

Pontiac sales at retail increased over last year 
by more than 50 per cent. From the individual 
selling activities of the Pontiac dealer organiza- 
tion comes a barrage of orders that is speeding 
up factory production to its greatest pace in 
years. February saw some 13,000 cars produced 


and shipped, and March manufacturing calls for 


a schedule of 20,000 new Pontiacs. 


Motorists everywhere are learning that Pontiac 
is one of the two most beautiful cars in America, 
regardless of price... and that everything about 


this great, new car is in keeping with its delight- 


ful beauty. They find that its wheelbase is longer 


PONTIAC STRAIGHT EIGHT 
The LOWEST Priced QUALITY Car 





now ILI7 inches .. . 


that its handsome, new 
lisher bodies—with No 
Draft ventilation—are 
far more spacious .. . 
that its famous “Speed- 
Straight 


develops full 84 


way” Kight 


now smoother than ever 


engine 


horsepower, delivers a top speed of 85 miles an 
hour, and gives more miles to the gallon of gas by a 
generous 10 per cent... that its powerful Bendix 
brakes provide new safety ... and that its Knee- 
\ction wheels, as developed by General Motors, 
make every road seem like a boulevard. And they 
are voicing their approval with orders! 
’ / ; 

DESIRABLE TERRITORIES STILL AVAILABLE— 
Join in Pontiae’s sweep to new records. In many localities 
splendid opportunities still exist for dealers of experience 
and aggressiveness. If you are interested in a Pontiac 
franchise—or a joint Buick-Pontiac dealership—we 
cordially invite you to write or wire. We know you will 
like our contract and our business methods. Pontiae 


Motor Company, Pontiac, Mich, 
I > 
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Proposed Code for Commercial Car Retailers 


Age of Vehicle Determines 


Value for Trade Allowance 





Detroit, Mar. 9.—The following 
is the text of the proposed code 
for retail commercial car dealers 
handling units of greater than 
three-quarter to capacity. The 
document already has been filed 
with the NRA in Washington as 
a supplement to the automobile 
retailers’ code. 


ARTICLE I 
Purposes 
To effectuate the policies of 
Title I of the National Industrial 
Recovery Act, the following pro- 
visions are submitted as a Code of 
Fair Competition for the Com- 
mercial Motor Vehicle Trade and, 
upon approval by the President, 
shall be established as such Code. 
ARTICLE II 
Scope of Code and Definitions 


This Code is filed as a Supple- 
ment to the Code of Fair Com- 
petition for the Motor Vehicle 
Retailing Trade, approved by the 
President on Oct. 3, 1933. 

The Commercial Motor Vehicle 
Trade is hereby defined to cover 
all sales, whether by dealers or 
direct sellers, to users of commer- 
cial motor vehicles (above “;-ton 
capacity) including sales to fleet 
users and governmental agencies 
as well as ordinary retail sales. 
This Code is adopted for the pur- 
pose of establishing trade-in al- 
lowances and other fair trade 
practices applicable to such sales. 

Other words used herein are 
hereby defined as follows: 

“Basic Code” means the code of 
the Motor Vehicle’ Retailing 
Trade. 

“This Code” means the code of 
the Commercial Motor Vehicle 
Trade. 

“The Trade” means Commercial 
Motor Vehicle Trade for the Sale 
of Commercial Motor Vehicles to 


users. 
“Commercial Motor Vehicles” 
and “Truck” or “Trucks” cover 


commercial vehicles exceeding *;- 
ton capacity. 

“Code Authority” means the 
Code Authority created by this 
supplemental code. 

“President” means the Presi- 
dent of the United States. 

“Act” means the National 
dustrial Recovery Act. 

“Administrator” means the Ad- 
ministrator of the National In- 
dustrial Recovery Act. 

ARTICLE Ill 
Trade-In Allowances 

Section 1. The maximum trade- 
in value or allowance for a used 
truck of over %-ton capacity, 
shall be determined as follows: 

From the factory list price of 
said truck, chassis, body and 
equipment, at the time of pur- 
chase, plus handling and trans- 
portation charges to the place 
where traded in, deduct deprecia- 
tion from the date of purchase to 
the date of trade-in at the rates 
specified in the following table as 
applicable to trucks of that class. 

When the price, as defined 
above, is not more than $700, 
deduct depreciation at the rate 
of: 


In- 


5% per month for the first six months 
4% per month for the next six months 
3% per month for the next six months. 
2% per month for the next six months 
1% per month for the next six months 
Trade-in value after 24% years not over 10%, 
From $701 to $1,000 
5% per month for the first six months 
4% per month for the next six months. 
3% per month for the next six months 
1% per month for the next six months. 
1% per month for the next six months. 
1% per month for the next six months 
Trade-in value after % years not over 10%. 
From $1,001 to $1,800 
5% per month for the first six months 
3% per month for the next six months. 
2% per month for the next six months, 
2% per month for the next six months. 
1% per month for the next six months 
1% per month for the next six months. 
1% per month for the next six months 
Trade-in value after 444 years not over 10%, 
From $1,801 to $2,500 
5% per month for the first six months 
3% per month for the next six months. 
2% per month for the next six months 
1% per month for the next six months. 
1% per month for the next six months. 
1% per month for the next six months 
1% per month for the next six months. 
1% per month for the next six months. 
Trade-in value after 4 years not over 10%. 


eo 





| Authority from 








to $3,500 
first 
next 
next 
next 
next 
next 
next 
next Six 
next six 


years not 


From $2,501 
per month for the 
per the 
per the 
per the 
per the 
per the 
per the 
1% per month for the 
1% per month for the 
Trade-in value after 4% 


Over $3,500 
for the first 
the next 
the next 
the next 
for the next six 
for the next six 
for the next six 
month for the next six 
mer month for the next six months 

I per month for the next six months 

Trade-in value after 5 vears not over 10% 

Section 2. No member of the 
trade shall directly or indirectly 
or by subterfuge accept in trade 
any used truck at an allowance 
price of more than its value as 
determined in the paragraph just 
preceding, or accept any used 
passenger car or truck of “4-ton 
or less capacity at an allowance 
price greater than permitted un- 


six months 
six months 
months 
months 
months 
months 
months 
months 
months 
over 10%, 


month for 
month for 
month for 
month for 
month for 
month for 


Six 
Six 
SIX 
six 


1% 
1% 
1% 
1% 
l six 


months 
month 

months 
months 
months 
months 
months 
months 


six 
six 
SIX 
six 


per month 
month 
month 
I r month 
I per month 
l per month 
1° per month 
| per 

l 


for 
1% per for 


for 


der Article IV-A of the Basic} 


Code. No other property of any 
kind shall be accepted in lieu of | 
cash in ‘payment for a_truck| 
above its fair resale value, less 


reasonable selling expenses. 
Section 3. Full information re- 
garding the amounts 
from sales of used trucks (above 
*%4-ton capacity) taken in trade 
shall be furnished to the 
time to time as 
required, and on the basis of such 
information the Code Authority 
shall have the power to revise 
the schedules herein provided for 
valuation of used trucks if and 
when, in its judgment, any re- 
vision or changes are required to 


keep such valuations on a rea- 
sonable basis. 
ARTICLE IV 
Marketing Rules 
Section 1. List Prices: Each 


truck manufacturer shall furnish 


to the Code Authority immedi- 
ately a complete list of all cur- 
rent standard chassis and/or 








| ing 


realized | 


Code | 


truck models manufactured by it, | 


with general specifications and 
list prices designated for each 
model, and shall also furnish a 


complete list of standard or usual 
accessories with list prices. 
list prices shall not be reduced 
until thirty (30) days after writ- 
ten notice to the Code Authority. 
Upon receiving notice of such 
changed list prices, the Code 
Authority shall immediately no- 
tify all truck manufacturing 
members of the industry of such 
change and the date when it be- 
comes effective. Upon notice of 
a decreased price, any member of 
the industry may lower its price 
for comparable models or items, 
to become effective on the same 
date. Any increase in prices may 
be effective at any time upon 
written notice to the Code Au- 
thority. 

Section 2. Members of the in- 
dustry who have long term con- 
tracts entered into since July 1, 
1933, for the sale of new equip- 
ment for delivery in 1934 shall 
file with the Code Authority cop- 
ies of same, and such contracts 
shall be cancelled. 

Section 3. It shall be an unfair 
trade practice to sell a new truck 
at retail to a consumer for less 
than factory list prices, plus an 
amount equal to— 

(a) Equipment at listed prices. 

(b) All taxes paid by dealer ap- 
plicable to the motor vehicle sold. 

(c) Average cost of transporta- 
tion from factory to said dealer, 
or shipments received by said 
dealer during a sixty-day period 
as shown by sworn statement of 
said dealer. 

(d) Dealer’s average cost of 
handling [including such items as 
(w) unloading, (x) assembling, 
(y) conditioning for delivery, and 
(z) interest actually paid by said 
dealer but not to exceed 90 days 
on cost of transportation.] 


Such | 


In arriving at prices at which 
trucks may be sold, the amount 
plus an 
amount not to exceed the depre- 
ciated value of chassis and equip- 
ment of the trade-in, as provided 


of cash and/or ‘notes, 


above, shall be added together. 


Motor trucks sold to employes 
for use in their employer’s busi- 
ness as demonstrators and trucks 
used as demonstrators by mem- 
bers of the trade may, however, 
sold to a consumer at retail 
for less than the full retail price 
when they have been in use for 
a period of at least 60 days or 
3,500 miles 


be 


have had at least 

actual road usage. 
Section 4. 

commission, 


discount, gratuity, 


service or accessory to.a customer 
or his agent for the purpose of 


inducing the customer or his 
agent to purchase a truck. Noth- 
ing herein shall prevent conduct 


pursuant to any warranty of the’ 


manufacturer. 

Section 5. FLEET USERS. The 
sale of trucks to fleet users at 
discounts below the retail prices 
to individual users, is recognized 
as established trade practice and 
as based on sound grounds so 
long as said discounts are reason- 
able and granted only to bona fide 
fleet users. For the purpose of 
establishing reasonable and uni- 
form trade practices in this re- 
spect, all persons regularly own- 
or operating ten or more 
trucks or buying five or more 
trucks within 12 months are rec- 
ognized by this Code as Fleet 
Users, entitled to appropriate dis- 
counts in the purchase of trucks 
and repairs. In order that such 
sales may be kept on a basis 
above cost and in reasonable rela- 
tion to retail prices, each member 
of the trade shall file with the 
Code Authority the maximum dis- 
counts from factory list prices at 
which it will sell to fleet users. 
Taxes, transportation and handl- 
ing charges shall be billed to fleet 
users on the same basis as pro- 
vided herein for ordinary retail 
sales. 

Section 6. Sales to the Federal 
Government or to the various 
States and Territories or to any 
political subdivisions or agencies 
thereof, are excepted from the 
provisions of this Code requiring 
adherence to factory list prices 
on retail sales, but all of the other 
fair trade practice provisions of 
this Code, including the provision 
for valuing trade-ins, are appli- 
cable to such sales. 

Section 7. With the approval of 
the Code Authority and the man- 
ufacturer concerned, a dealer will 
be permitted to sell and offer for 
sale new trucks that have become 
non-current through a substan- 
tial change in specifications or 
design or have been discontinued 
or are to be discontinued, at less 
than delivered prices as described 
in the first paragraph of this sec- 
tion. The intent of this provision 
is to enable dealers to dispose of 
their own or their factories’ stock. 
In the event that the approval is 
refused, or that no action is taken 
within ten days by the said Code 
Authority or the manufacturer, 
said dealer shall have the right 
to appeal to the Administrator, 
whose decision shall be final. 

Section 8. It shall be an unfair 
trade practice for any member of 
the trade to sell at retail parts, 
accessories and _ supplies pur- 
chased from the truck manufac- 
turer at other than factory au- 
thorized prices, less the discounts 
authorized by said truck manu- 
facturers. 

Section 9. So long as the maker 
of any trade-marked truck (or 
his successor in business) contin- 
ued to make and supply repair 
parts therefor, it shall be an un- 
fair method of competition for 
any other person to make and 
supply repair parts for such 
trucks, unless (a) the name of 
the maker of such repair part is 
plainly marked on such part (or 
if this is impractical, then on the 
package or tag); and unless (b) 
said parts are otherwise marked, 
packaged and sold without imi- 





It shall be an unfair 
trade practice to offer or give any 


tating labels and in such a man- 
ner as to show clearly to the ulti- 
mate user that they are not made 
by the maker of the orginal 
truck. 

Section 10. It shall be an un- 
fair trade practice to sell trucks 
on a warranty other than the 
current standard warranty of the 
National Automobile Chamber of 
Commerce. 

Section 11. It shall be an un- 
fair trade practice to use false or 
misleading advertising or inac- 
curate, comparative data. 

Section 12. Charges for financ- 
ing conditional sales shall be 
upon an equitable basis to buyer 
and member of the industry. No 
member of the industry in financ- 
ing conditional sales shall charge 
the buyer a lower rate than the 
lowest rate, or a higher rate than 
the highest rate regularly charged 
by established finance companies 
operating in the same district as 
the member of the industry. 

ARTICLE V 
Administration 

A Code Authority is hereby 
constituted to co-operate with the 
Administrator in the administra- 
tion of this Code. Such Code 
Authority shall consist of twelve 
(12) individuals, four (4) of whom 
shall be appointed by the Na- 
tional Automobile Dealers’ Asso- 
ciation and eight (8) shall be ap- 
pointed by the Truck Trade Prac- 
tice Committee of the National 
Automobile Chamber of Com- 
merce. The original appointments 
shall be submitted with this Code. 


Parts Shown 
With Exhibits 


At Minneapolis 


Minneapolis, Mar. 8—A com- 
plete display of automobile ac- 
cessories has been added to the 
Northwest Automobile Show 
which gets under way here on 
Saturday and continues through 
Mar. 17. Display booths are 
planned for accessories, tires, 
gasoline, oils and replacement 
parts. Represented in the vari- 
ous sections will be manufactur- 
ers, distributors, dealers and ga- 
rage and service men. 

Officials of leading automobile 
manufacturing companies will be 
in attendance at the show, and a 
record attendance of 100,000 is 
expected for the week. 

H. H. Cory, show manager, and 
W. R. Stephens, chairman of the 
show committee of the Minne- 
apolis Automobile Dealers Assn., 
announced Thursday that nearly 
all arrangements for the show 
had been completed. 


respect of the National Industrial 
Recovery Act and any regulations 
issued thereunder. The Adminis- 
tration may appoint a representa- 
tive or representatives to meet 
with said Code Authority from 
time to time as such representa- 
tives may request, and all data 
and statistics collected as afore- 


Such individual shall hold office} said shall be made available to 
for one (1) year and shall be| them. 
similarly appointed at one (1)| (d) To hear and attempt to 


adjust complaints arising under 
the Code. 

(e) To coordinate the adminis- 
tration of this Code with the 
Basic Code and such other codes, 


year intervals during the exist- 
ence of this Code or amendments | 
thereto. The Code Authority 
shall constitute a coordinating | 
agency for the trade and shall act | 


for it in the administration of | if any, as may be adopted by any 
this Code with the following | subdivision of this trade or any 
powers: related trade or industry, with a 


(a) To perform the duties and 
exercise the powers specifically 
provided in the preceding articles 
of this Code. 

(b) To collect from employers 
in the trade all data and statis- 
tics required by this Code or by| 
the President of the United, 
States, or his agents, under the 
National Industrial Recovery Act. 

(c) To represent the trade in 
conferring with the President of 
the United States or his agents or 
any other federal governmental 


view to providing joint and har- 
monious action on all matters of 
common interest. 

(f) To collect from members of 
the trade such amounts as are 
required for the proper adminis- 
tration of this Code. 

(g) To authorize any person or 
persons to perform any of the 
foregoing duties subject to the 
supervision of the Code Authority. 

ARTICLE VI 
Effective Date 

This Code shall become effec- 
tive thirty (30) days after its ap- 
| proval by the President. 





authority with respect to the ad- 
ministration of this Code and in 





AT THE 
HEART OF THINGS 





@ The important social and business world of 
New York revolves around The Waldorf- 
Astoria. Theatres and Times Square are a few 
minutes, walking or riding. Wall Street, only 
fifteen minutes. Fifth Avenue shops, a few 
blocks away. Central Park, churches, and clubs 
... all within this important circle . . . of which 


The Waldorf-Astoria is the sparkling center. 
THE 


WALDORF:ASTORIA 


PARK AVENUE - 49TH TO 50TH STS - NEW YORK 
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Richmond, Mar. 9 (UTPS).— 
More than 400 members of the 
Virginia Automotive Trade Assn. 
were present at the annual con- 
vention held in the Jefferson City 
Hotel here this week. The asso- 
ciation was addressed by Gov- 


ernor G. C. Peery, who stressed | 


business improvement during the 
past six months, and T. McCall 
Frazier, director of the Virginia 
State motor vehicle division. 
James Dalton, editor of “Motor,” 
also spoke. Resolutions extolling 
Mr. Frazier’s ability and the pres- 
ence of the governor were unani- 
mously adopted. 

Cc. G. McKimmie, association 
president, was voted a token in 
apprecition of his code work dur- 
ing the past several months. 


Officers Selected 

Officers were re-elected as fol- 
lows: C. G. McKimmie, Rich- 
mond, president; Irving Kline, 
Richmond, vice-president; A. R. 
Lane, Richmond, secretary; John 
B. Alsop, treasurer; NADA di- 
rector, C. G. McKimmie.  Di- 
rectors at large: C. G. McKim- 
mie, Richmond; Aubry Perry, 
Norfolk; A. R. Lane, Richmond; 
J. B. Alsop, Richmond; A. S. Boat- 


wright, Manassas; Robert G. 
Carter, Alexandria; Waverly G. 
King, Richmond; Irving Kline, 


Norfolk; John Waynick, Roanoke; 


N. C. Wright, Norfolk, and L. R. | 


Wyatt, Danville. 


Fifteen district vice-presidents | 


were selected as follows: R. L. 


Brown, Richmond; Albert Suttle, | 


Petersburg; Pretlow Darden, Nor- 
folk; W. E. Gardner jr., Dan- 
ville; L. O. Key, Roanoke; James 
D. Tate, Chilhowie; John P. 
Hughes jr., Lynchburg; 
Freed, Waynesboro; E. R. Line- 
weaver, Harrisonburg; P. W. 
Fore, Sulpeper; R. T. Pratt, Ur- 


| 





Fr. Wi 


banna; W. R. Shackelford, New- | 


port News; W. A. Dickinson, | 


General Electric 


Orders Skyrocket | 


Schnecetady, N. Y., Mar. 8.—A 
preliminary report presented on 
Mar. 2 to the board of directors 
of the General Electric Co. shows 
that sales billed during the 
fourth quarter of 1933 amounted 
to $39,211,122, compared with 
$34,112,816 tor the same quarter 
of 1932, and were the largest for 
any quarter since the second 
quarter of 1932. Total sales billed 
for the year 1933 were $136,637,268 
compared with $147,162,291 for 
1932. Earnings for the year 1933 





available for dividends amounted | 
to $13,429,739 compared with $14,- | 


404,110 in 1932. 


Timken Gets Share 


Of Auburn Business | 


Canton, O., Mar. 9.—A schedule 


of orders for materials for the) 


1934 Auburn cars just announced 
by this company includes place- 
ment of orders for bearings with 
Timken Roller Bearing Co. 

At the office of the Timken 
company here it was said that 
this means continuation of the 
arrangements whereby bearings 
are furnished the Auburn com- 
pany on a month to month basis, 
the amount being determined by 
the production rate. Auburn has 
been a consistent user of the 
Timken product. 


More Nebraska Cars 
Lincoln, Neb., Mar. 9.-— The 
number of licensed passenger au- 


tomobiles in Nebraska last year | 
was more than 14,000 in excess of | 
the figure for the preceeding year, | 


while there were 600 more trucks 
and 1,200 more trailers in the 
state than in 1932. State registra- 
tion offices reported that the total 
of all classes of motor vehicles 
licensed in Nebraska in 1933 was 
398,870 compared with 392,347 in 
1932. Revenue was cut slightly 
more than half, however, due to 
a law passed at the last session of 
the Nebraska legislature. Collec- 
tions for 1933 were $1,703,266 com- 
pared with $3,349,152 in 1932. 
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Virginia Auto Trade Group 
Holds Its Annual Election 


Cape Charles, and W. G. Illich, 
Alexandria. 


Governor Peery outlined his tax 
program, asserting that his pro- 
gram now before the legislature 
is designed to equalize tax bur- 
dens to meet an emergency and 
give schools needed funds. 


$2,000,000 Saving 

Mr. Frazier pointed out that 
no laws hostile to the motoring 
industry have been passed at this 
session of the legislature, adding 
that lowering of the automobile 
license cost will save motorists 
nearly $2,000,000. 


Mr. Dalton extolled President 
Roosevelt’s fearless leadership. 
The automobile code authority, 
he said, has established a prin- 
ciple of equality between manu- 
facturer and dealer. 

The association voted to hold 
its summer meeting at the Cava- 
lier Hotel, at Virginia Beach. 
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(Continued from Page 4) 
great industry. They give, even 
to the man who must-run-as-he- 
reads, a clear picture of what is 
happening in the sales of each 
individual car or truck line, by 
months and by states compared 
with the previous year. 

We know that there are thou- 
sands of our subscribers who con- 
sider this service alone more than 
worth the annual cost of sub- 
scription and that it is the back- 
bone of our twice-a-week pub- 
lication. 

* 4 ot 

WE HAVE HAD one or two in- 
quiries recently regarding addi- 
tional copies to be mailed to the 
same address. Many companies 
are finding that one copy is not 
adequate for their needs, that 
a single copy is stale before it 
gets off the “bosses” desk and of 
course, he is entitled to see it 
first. 


To satisfy this demand we! 





11 


announced some time ago that | charge six dollars per year and 


| we would accept subscriptions for 


additional copies to the same ad- 


| 


dress or to the same company at | 
the rate of five dollars each. Mak- | 


ing the cost of two copies, 
instance, $10 per year. When 
you consider that for less than 
50 cents per month you can have 
the news of the industry brought 
twice-a-week to your desk with- 
out delay it appears that the boss 
would have to be penny-wise to 
overlook this bet. 
* : K 


JANUARY MARKED a new 
high for new and renewal sub- 
scriptions, although the shows 


were on and we never have at- 
tempted to work-the-shows with 
subscription men. We want every 
man who subscribes to this pub- 
lication to be sold on its value 
to him. We have a perfectly 
definate job to perform for him. 
We maintain correspondents all 
over the United States who collect 


and send us the news of the 
industry. We boil this down, 
print it immediately and place 


it in your hands as fast as ex- 
pedited mail service will carry it 


to you. For this service we| highway programs. 


for 


| sion, 





if it is not worth many times that 
amount to any man who makes 
his livelihood from the automobile 
business, then certainly we do not 
want his money nor his name on 
our list.—G.M.S. 


Two State Legislatures 
Ask General Sales Tax 


Washington, Mar. 9.—In_ the 
| semi-weekly legislative bulletin 
to its members, the National 


Highway Users Conference calls 
attention to the fact that the 
New York and Illinois legis- 
latures, the latter in special ses- 
have memorialized Con- 
gress to enact a general sales 
tax to take the place of the pres- 
ent income tax. 

The New York session proposes 
the regulation of common carrier 
trucks. It pertains only to com- 
mon carriers. In this respect it 
resembles the bill proposed by 
the Railroad and Public Utility 
Commissioners. It is also noted 
that several states now in session 
are actively planning increased 








RECIPE FOR BLACK INK IN 1934. 


Graham franchise growing more profitable daily 


Graham was one of the few automobile manufacturers to show a profit in 1933. The 
1934 prospect makes this franchise especially desirable. Here are half-a-dozen reasons why: 
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DETAILS 


Name 





R. C. GRAHAM, Vice-President, 
GRAHAM-PAIGE MOTORS CORPORATION, 
8504 West Warren Ave., 
Detroit, Michigan 


Address 


Car now handled 


matched roadability. 


cooling. 


nary fuels. 


High-styled interiors. 


fe ae ee RE LN A I 


SALES FEATURES | 


The only car with Outboard Springs 
and Banjo Frame—contributing un- 


First to develop the centrifugal Super- 
charger in a medium-price car—the 
new Graham Custom Eight. 


Full-length water-jackets for better 


Aluminum cylinder head for high 
compression performance with ordi- 


Send me full details about your 1934 dealer program. 
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The car with a character of its own. 
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South Is Busy 
Gilpin Learns 
On Sales Tour 


Pontiac, Mar. 9—Returning 
from a trip through the southeast 
where he inspected dealer opera- 
tions, visited with newspaper pub- 
lishers, and conducted a confer- 
ence of southern regional and zone 
managers, A. W. L. Gilpin, vice- 
president and general sales man- 
ager of the Pontiac Motor Co., 
answered all questions with the 
brief statement, “Business, unmis- 
takably is good throughout the 
south, and automobile sales are 
far ahead of a year ago.” 

In the territory of Pontiac's 
Charlotte, Atlanta and Jackson- 
ville zones, embracing the states 
of North and South Carolina, 
Georgia, Alabama and Florida, ac- 
cording to Mr. Gilpin, Pontiac 
sales made by dealers in Febru- 
ary showed an increase of 152 per 
cent over February, 1933, while 
allotments for March are 290 per 
cent ahead of those of a year ago. 

“TI talked to men in various lines 
of business on my trip and was 
greatly pleased with their opti- 
mism. In the resort districts of 
Florida business is ahead of any 
year they have had since the real 
estate and land boom days of 1926 
and 1927. 

“Winter crops are excellent and 
wherever they are taking off their 
fruit and vegetable crops there is 
unusual optimism among agricul- 
tural people. Prices are up and 
the returns are high. 

“A 40-car train of new Pontiac 
straight eights left the factory 
this week consigned to Noel V. 
Wood, Inc., Kansas City, Mo., 
distributor,” according to Mr. Gil- 
pin. 

“This trainload of automobiles 
which is a major effort to catch 
up with the unfilled orders, rep- 
resents the largest single ship- 
ment of Pontiac straight eights 
that has ever been made to Kan- 


sas City. A similar trainload left 
Pontiac for Florida a few days 
ago.” 


Massillon Rivet Co. 


Boost Spring Output 
Massillon, O., Mar. 6.—The ca- 
pacity of the plant of the Mas- 
sillon Rivet & Mfg. Co. will be 
doubled immediately and _be- 
tween 150 and 200 men added to 
the payroll, it was announced 
this week by E. A. Campbell, 
treasurer of the firm. At present 
2,000 sets of springs are being 
turned out daily. When the new 
machinery and force go into 
production the output will be be- 
tween 4,000 and 4,500 springs 
a day. 


Plant Improvements 

Youngstown, Mar. 9.--Youngs- 
town Sheet & Tube Co. spent 
$2,351,839 for improvements and 
betterments of plants during 1933, 
it was stated in the company’s 
annual report to shareholders. In 
the Chicago district, major bet- 
terments were at the Indiana 
Harbor works. In the Youngs- 
town district, a railroad spike 
plant was added at the Campbell 
works. 


A Real Sideline 


For Men Selling To 
Automobile Dealers 


We want local representatives 
practically all large centers. 

We are a well-regarded company 
that knows its business. Our prod- 
ucts are advertised direct to all auto- 
mobile dealers. Several items are 
consistent repeaters, We offer a 
proved proposition—worth from $15 
to $40 a week to a good man—and 
we’re particular to see that we get 
good men. Write fully, giving 
present connection, length of serv- 
ice, and references regarding char- 
acter, ability and industry. We will 
interview you in your own city if 
your letter sells you. 


Address “ADVERTISER” 
Care of Automotive Daily News 
Detroit, Michigan 


for 
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LATEST CUMULATIVE NEW PASSENGER CAR 


These cumulative figures, showing the number of new automobiles registered in each state during the preceding 
month are published in Automotive Daily News immediately upon release by R. L. Polk & Co. twice weekly. 
Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co. 
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REGISTRATIONS BY STATES, JANUARY 1934-33|100 Indiana Men 












































































































































































































































The complete cumulative figures will appear every Saturday, until all 48 states or completed United States totals | Present at Code 
for the month have been printed. New states shown today include California, Iowa, New York, Rhode Island, é > 
P | a _ Problem Hearing 
Tennessee, and Washington. | 
NASH GROUP NON-AFFILIATED MANUFACTURERS Indianapolis, Mar. 9.—Retail 
| automobile code problems were 1 
: f 
= |} aired at an all-day meeting of 
STATES 2 | Indiana automobile dealers held 
z s <= |at the Athenaeum here under 
me o é direction of the state NRA a 
= Zoi ke | visory board set up severa 
34] 6 6] 4 11 5 2 11 15 ‘ 676| months ago under direction of 
Alabama 33] 2 2] 13 5 3 2 " 8 i] §25| the National Automobile Dealers 
_ — — ne _ a : - —_—___— aa eT — | Assn. 
; 34] 4 4] 14 | i . “ 
Arizona ae } eo} j } ; Z NADA speakers from St. Louis 
$3) : 3 | : ; | ao headquarters took a leading part \ 
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oiaseale "331 87 87] 51 14 i G6 39 34 10 18 272 98, 23 | 5984 | evening sessions which were pre- 
Colevad 34 23 23 | 2 8 2 3 33 5 | 1534 | sided over by W. J. Robinson, of 
olorado 33 | 17 17] 14 11 1 9 3 5 42 15 5] 1175 | Indianapolis, director for the Fp 
i : 8 43 2 q 20/ diana district. They were Leo 
Connecticut Key 7 7 ° . * i: : 6 : ” a 9 ] pen Finn, Jack Frost and R. W. 
"34 7| 7 1| | 1| | 3 141 | Peters. Francis Wells, state NRA 
Delaware | | | | | | | director, also took part in the 
33 2 2 2 7 4 2 241 
rogram. 
Florida "34 15 15] 4 55| 14 | | 9| 1 5) 19 55 1413 r One of the principal businesses 
33 4 4I 1) 136) 4| 9| 3) 6 2) 14 9| 5 1555 | to come before the assembly was 
Idaho "34 8 8 3 1 | 7| 2| 275| the hearing of complaints on al- 
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Hino} "34 98 98 84| 1| 30) 2 30 26| 31! 11| 19} 134| 20) 10 3679 | Records were made of the cases 
orenete 33 75 75 46) | 10} 54] 59 55 9} 19] 208) 81 $3) __ S008 | One Sette eens Oe eae 
d 5 sideration. The advisory board, 
lowa a "7 a 1 * : : ' ; : be R. I] ae which will finally pass on the 
3 = — = complaints, is composed of the 
Indian 34 | 18 18 32! 3| 26 12 7 1| 2 66) 13 1804 | following dealers: 
; = | __13] __13 13) __il| cilia 8| 1 2} _148) 29} 712812) RH. Losey, C. H. Wallerich 
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- "33 : 3 I | 6 3] 3| 1| 1| 17] 3) 2 682|ter Gray of Lafayette; O. 7% 
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er ’34 pod id z 1 | 1 I : 7 bg = o| ae Lewis of Crawfordsville; W. M. 
= = — = ~ =" = ——-| Brown of Bloomington; E. E. 
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atichigna "33 | 17} 17 5| 6 | 56) 28} 16 ‘| 11)_—112| ~—28|_——55] —_-4632| to the board . < = 
i ; | | | 5 36! 1! 1 977 Indianapolis” utomobile rade 
Minnesota aa | — = 7 } 5| 9} il pe a | 3) 43) 16) 7 1333 — also is a member of the 
~ , = = = — | board. 
Mississippi Kes 2 a ; : : ond More than 400 — seen at 
“ = = S sia . — : a noes | 6 Ment meeting at whieh praq 
Missouri 34 28 28 6) | 6) 1 10) 4 7 2) 1| 26) 7 | 1182 | visions and penalties of the code 
; "33 10) 10 7| | | 2 8) 4 5 4 3| 35) 11) 6 1296 | were discussed before the dealers 
. | | 1 1 9 2 | 200/ and their sales managers and 
Montana 34| 11 11] 6 ad 
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Nevada 34] 3 3] e 
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— 33 | | a7] a7d 6 9| 3 17 11] 14 1| | 84] 12 2) 4661 | 12-19—Tutsa, Okla, International Petroleum 
’ 3) 3 | 12! 1 3) | | | 3 | | 229 . Exposition i: es 
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ene 331 16 16] l 2 7 2 1 38 21 2] 895! garages and service stations to 
West Vireini "34 14 14] 3 1 7| | | 4) 18 | | 504 take orders for our printed 
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Dist. of Columbia = | 13 13] 1| 1] 2| 10} 2} 7| 1 1 36] a 4 848 eee . 
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Dealer Assn. Breakfasts 


Fast Making Real Salesmen 


By E. M. 

ETROIT Automobile Dealers’ 
Assn.’s “noble experiment” 
last week’s Code _ explanation 
breakfasts for the retail car 
salesmen—the first series of its 


kind in the long history of the 
automobile business and the first 
under the NADA regime it is be- 
lieved was a success from every 
angle. The salesmen learned 
much of*the code that was new 
to them and the dealers them- 
selves learned that as a result 
of this increased knowledge, 
automobile sales are better and 
coming easier. The prospective 
purchaser of a new car, too, has 
been getting the low down on 
used car values because during 
the past week he has had the 
same story from every salesman 
who has called on him. 


In just one short week since 
the final breakfast gatherings, 
the Code Authorities for the De- 
troit areas have converted the 
more-or-less shortsighted tactics 
of the salesmen into real business- 
like sales methods. Slip shod 
sales methods seem to have been 
eliminated. Sales managers of 


every dealership in the area who | 


had their men out for the break- 
fasts at 7:45 each morning are 
noting better deals coming 
through. Better feeling exists 
among the men and with de- 
liveries of cars being effected 
they are being rewarded for their 
better sales activity. 


Here is the new selling deal 
from a salesman who has been 
one of the top notchers for the 
past three years. He says: 


“The Code explanations have 
given me more confidence for the 
future. I am now in position to 
explain the Code operations and 
really know what I am talking 
about. I can approach a prospect 
with more certainty and know 
that when I tell him that his 
used car is worth just so much he 
has had the same value put on the 
car by every salesman who has 
talked to him. Three sales this 
week which had been hanging 
fire were cleared up because I 
was able to tell the prospects 
things about the Code 


before.” 


Salesman Discloses Secret 


Another man who for several 
years has been a leader in the 
lower priced car class sales says 
“the Code explanations 


were the best I have ever heard 
but there was one thing which 
the authorities failed to bring 


out, namely just how to use the)! 


Used Car Price Book. I find that 
it is a dangerous thing to show 
the book to a prospect for the 
reason that the car values as 
indicated give the prospect an 
idea that he will actually get 
what the book shows. That is 
not the way to handle a prospect. 
My scheme is to get all the dope 
I can get in advance as to the 
make and year of the car the 
owner has and then go to him 
with the value less the discount 
for reconditioning fixed in my 
mind and instead of beating 
around the bush tell him what 
I can allow. He may question 
me about it and then I can refer 
him to the book. Any other way 
results in a salesman having to 
sell the deal twice. If there is 
any argument about price he can 
see for himself just what the re- 
gional price is. Another thing 
I have observed is that a lot of 
weak kneed salesmen are telling 
owners that the price in the 
book is the price set up by the 
government and that the price 
quoted cannot be changed. Sales- 
men who use such tactics ought 
to get a different job.” 


New Spunk 


One of the leading sales man- 
agers of the city told me as fol- 


lows: “The Code _ explanations 
have put new spunk in most 
salesmen. I note that they are 


and car | 
values which I didn’t understand | 


which | 
were given us at the breakfasts | 








LUBECK 

confidence and a realization that 
the automobile business has 
banned horse _ trading. Deals 
coming to my desk show that the 
men are accepting their share 
of the responsibility in dickering 
with the owners on the values 
of the used cars, all of which 
makes it easier for me and again 
increases the salesman’s commis- 
sions.” 

Noted improvement in sales in 
every price class for the past 
week show decided improvements 
in the actual sales deals them- 
selves, is the verdict of one of 
the best known factory wholesale 
men. His area takes in the out- 
side rim of the Detroit section. 
He commented _ enthusiastically 
about sales and said that the 
salesmen in the smaller sections 
who attended the breakfasts and 
heard the explanations were 
doing a better job than ever. 








Ir MAY BE 
ONLY A COINCIDENCE 


Buick Appoints Daniels 


Sales Promotion Manager 


Flint, Mar. 9.—W. F.. Hufstader, 
general sales manager of the 
Buick Motor Co. announces the 
appointment of 
Geo. S. Daniels 
as sales promo- 
tion manager to 
take the place 
of R. H. Israel, 
resigned. Mr. 
Daniels, who 
had previously 
been assigned to 
the central re- 
gion for Buick, 
has already as- . . 
sumed his new G. S. Daniels 
duties at the Buick headquarters 
in Flint. 

Mr. Daniels has been continu- 
ously identified with the auto- 
mobile industry in retail sales and 
merchandising for the past 20 
years. In 1929 he joined the 
Buick Motor Co. and took over 
the duties of used car sales pro- 
motion for the whole of the coun- 
try west of Denver, working 
under the San Francisco region, 
and later covered the same ter- 






but... 


It is Nevertheless 


a Fact... 


Boston Post 
Business Week 


Chicago Daily News 


Chicago Tribune 


Cincinnati Enquirer 
Cincinnati Times-Star 
Cleveland Plain Dealer 
Corn Belt Farm Dailies 
Country Gentleman 


Detroit News 
Fortune 


that a majority of the pub- 
lishers whose advertising has 
appeared in Automotive Daily 
News ‘are leading their field 


in Automotive Advertising. 


Ladies’ Home Journal 


Liberty 


Motor 


News Week 


Prairie Farmer 
Saturday Evening Post 


Literary Digest 

Nebraska Farmer 

New York Daily News 

New York World Telegram 


Pittsburgh Press 


ritory in new car sales promotion. 
On the formation of the B-O-P 
Sales Co., he became sales pro- 
motion manager in the central 
region, and later assistant zone 
manager at Chicago and zone 
manager at Minneapolis. He was 
attached to the central region of 
Buick previous to his present 
appointment. 


Doman-Marks Co. 


Has New Engine 


Amesbury, Mass., Mar. 9.—The 
Doman-Marks Engine Co., manu- 
facturer of direct air cooled en- 
gines for trucks, tractors, and 
industrial purposes, has added a 
new engine to its line. 

This model is known as 6A-400 
and has four and one-eighth inch 
bore and five inch stroke. It de- 
velops 111 horsepower at 2600 
r.p.m. 

Many of these engines are now 
operating as power for air com- 
pressors, trucks, rail cars, etc. 


24-Hour Schedule 
For Ford Exhibit 
At World’s Fair 


Chicago, Mar. 9.—Starting Mar. 
15, a 24-hour-a-day schedule on 
the construction of the Ford Motor 
Co. world’s fair building will be 
placed in effect, requiring the hir- 
ing of 500 workers and involving 
a payroll of some $200,000 during 
the two and one-half months un- 
til the exposition opens on June 1. 

It is estimated that the 900-foot 
long building will cost $800,000. 
This does not include the value 
of exhibits or the cost of Henry 
Ford Park to be located across 
the street. 

Since March 1, when excavating 
operations began, considerable 
work has already been done on 
the foundation and substructure 
of the big building itself. Before 
it is completed, its erection will 
require 1,400 tons of structural 
steel, 5,000 cubic yards of concrete, 
1,600,000 feet of lumber, 160,000 
square feet of floor tile and a like 
amount of composition roofing. 





Time 


Woman’s Home 
Companion 


approaching the prospects With . 


Scripps-Howard 
Newspapers 


The Farmer 


True Story 


Wallace’s Farmer 


Wisconsin Agriculturist 
and Farmer 
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G. M. February Sales Report Bolsters Motor Shares | 





© — — — = : icant 


joyed in the more prosperous | 





Motor Strike 





Postponement 


Also Is Factor 


By C. J. ALEXANDER 
New York, Mar, 9.—The 
rally of any consequence in the 
motor shares in a week came 
Thursday afternoon following the 
publication of the highly satis- 
factory report of February sales 
by General Motors. 


Up to that time, the automo-| 
listed on the New} 
had been | 


tive stocks 
York stock exchange 
dull and sluggish. The threat of 
further labor troubles hung over 


the market and Thursday’s rally | 
may also have reflected assur-| 
Street | 


ances received in Wall 
from Detroit that, with the in- 
tervention of the National Labor 


averted. 

Forty automotive companies 
this far have reported earnings 
for 1933. Their aggregate net in- 
come, after charges, for the year 
was $111,732,000, as against a net 
deficit of $35,370,000 for the same 
concerns in 1932. This  repre- 
sented an improvement in earn- 
ings for 1933 over 1932 of $147,- 
102,000. It looks as if the $150,- 
000,000 improvement for the in- 
dustry, mentioned as a probabil- 
ity in this column last week will 
be realized by the time another 
half dozen companies have re- 
ported. 

Excluding General Motors, the 
net earnings of the remaining 39 


companies in 1933 aggregated 
$28,518,000, as against a deficit of 
$35,535,000 in 1932, representing 


an improvement of $64,353,000. 
The Automotive Daily News 

stock prices averages performed 

as follows in the week ended 


Mar. 7: 

Last This 

Wk. Wk Change 
20 motors panevecenccMe 27.08 —1.47 
1) car-truck conganies. .29.90 28.22 1.68 


10 parts-accessories .. 20.93 20.67 0.26 


4 tire-rubber ..........23.50 23.13 
The resistance of the stocks of 


parts and accessory companies to | 


the decline of the week ended 
Mar. 7 was the outstanding fea- 


ture of a generally featureless | 
week in the market for automo-| 


bile shares. The tire and rubber 


company issues also failed to give | 
way in the same degree as the 


shares of the passenger car and 


first | 


| Mot , 
Board, a general strike would be} eters appeared 














days. | 

Analysis of the portfolios of | 
78 management investment trusts | 
shows that General Motors ap-| 
pears more often than any other | 
stock, while at the end of 1929} 
and 1930 this company did not| 
appear on the list of the ten most) 
favored stocks. It has appeared | 
among the first ten, however, for 
each of the past three years. 
Chrysler appeared among the first | 
ten last year for the first time. 

General Motors, in taking first, | 
replaced Consolidated Gas of | 
New York, which held the posi-| 
tion in 1931 and 1932. American 
Gas & Electric was in second 
place at the close of 1933, with | 
Du Pont third and Chrysler Corp. | 
fourth. After having been held} 
in the portfolio of 30 of the 78 
trusts at the end of 1932, 34 in 
1931 and 35 in 1930, General 
in 53 in 1933. 
Chrysler jumped for four at the 
end of 1930 to 12 in 1931, 15 in 
1932 and 44 in 1933. 

Shares of General Motors com- 
mon held in the trusts at the end 
of 1933 totaled 352,210, as against 
111,450 at the end of 1932 and 
173,833 on Dec. 31, 1931. Holdings | 
of Chrysler common amounted to 
230,500 shares at the end of 1933, 
as against 70,400 in 1932 and 24,- 
900 in 1931. 

Libbey-Owens-Ford Glass com- 
mon was held by 20 investment 
trusts at the end of 1933, making 
its appearance for the first time. 
Shares held totaled 90,800. Own- 
ership of Goodyear common last | 
year amounted to 81,780 shares, | 
as against 110,644 in 1932 and) 
131,623 in 1931. 

The following table shows the 
number of investment trusts 
which held various automotive 
stocks at the end of each of the! 
past four years: 


1933 1932 1951 1930 | 

Caterpillar scone 2 5 12 | 

Chrysler me 15 12 + | 
] 





Electric Auto-Lite oa 8 WwW 
Electric Storage Battery. .10 5 6 3 
General Motors ....... 53 oo M 

Goodyear .... xe «22 11 11 1 
Libbey -Owens-Ford ......20 ee ee 
Mack Trucks . sosee @ 4 6 





Timken RB 


| owned by General 


| Opel 
| pany back from General Motors 


| as realized for the full year 1933. 


Last Minute Wall Street Wires 


From CONRAD ALEXANDER 
Wall Street Correspondent, Automotive Daily News 


New York, Mar. 9 (3:22 P.M.).—The stock market continued 
motor shares did little to distinguish 
Opening about unchanged from yesterday’s 
close, they moved within a narrow range all day with no 
great pressure exerted against any group of motors. 


quiet today and 
themselves. 











Mag ccccccccnccccccoscs 18 ll 1 


& 


Word from Paris that Andre | 
Citroen, often referred to as the| 
Henry Ford of Europe, has lost | 


| control of his company to bank- | 


ers through a_ reorganization, | 
was of more than passing inter- | 
est in this country, where Citroen | 
recently placed orders for several | 
million dollars worth of parts. 


Another piece of European | 
motor news was of interest. The | 
Adam Opel Co. of Germany, | 
Motors, re- 
ported a net profit of 5,000,000 | 
marks for 1933, as against a net | 
loss of 340,000 marks in the pre-| 
ceding year. This profit was made | 
despite a charge of 17,340,000) 
marks for depreciation and other | 
losses, as against a write-off of | 
only 7,780,000 marks in 1932. | 
Sales were nearly doubled last} 
year. 


Reports have been heard that} 
planned to buy the com- 


but no mention of this was made 
in the annual report. 

It is being estimated in Wall! 
Street that Timken Roller Bear- | 
ing Co. may earn 80 cents a share | 
in the first quarter, or as much | 





Business of the Fisk Rubber Co. 
for the 1934 fiscal year is being 





. | Officially estimated at 50 per cent| of the smaller cars can be 
7 | better than that for the 1933/ censed for less than ten dollars. 


| fiscal period. 
| 31, 


730,000, including 2,178,000 in cash | 


Fisk had on Dec. 
1933, current assets of $8,- 
and $501,000 in marketable secur- 
ities, as against current liabilities 
of $781,000. 
Stockholders of the Parker 
Rust Proof Co. have approved 
the organization of an affiliate to 
be known as the Parker Wolver- 
ine Co. The capital of the new 
company will consist of 120,000 
shares of cumulative 
six per cent shares, par value $10, 
and 100,000 shares of no-par com- 
mon. Parker Rust Proof stock- 
holders are offered one share of 
the common stock of the new 
company at $1 for each two 
shares of the old company held. 


Michigan House Votes 
35% 
Lansing, Mar. 9.—The 

bill reducing license fees 

55 cents to 35 cents per hundred- 

weight. 


will result 


igan motorists. 


bought plates at the 


the bill. 


The reduction is approximately 
36 per cent and means that most 
li- | 
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| report 


| Graham, 


preferred | 





License Tax Slash | 
Mich- | 
igan House Wednesday passed a} 
from | 


It is estimated that this | 
in a saving of more| 
than $5,000,000 a year to Mich- | 
Those who have | 
previous | 
price will receive refunds under 





| company 






































‘Graham-Paige 


Shows Profit 
Of $66,996 in *33 


Detroit, Mar. 9.—The Graham- 
Paige Motors Corp., in its annual 
to stockholders for the 
year ending Dec. 31, 1933, today 


| revealed a profit for the year of 


$66,996.57, with an increase in 
surplus of $128,604.67. 
In a message to the _ stock- 


holders, submitted with the cor- 
poration balance sheet, Joseph B. 
president, stated the 
corporation also has retired $100,- 
000 of Graham-Paige Motors 
Corp. bonds in anticipation of 
sinking fund requirements for 
1934. 

“Through continued efficient 
operating methods, which _in- 
cluded a more rapid turnover of 
materials, we have improved our 
cash position,” said Mr. Graham. 
“In spite of the many difficult 
situations which arose during the 
past year, our operations resulted 
in a profit. While this was the 
nominal profit of $66,996.57, with 
an increase in surplus of $128,- 
604.67, it reflects sound policies 
of manufacturing and merchan- 


| dising. 


“During the year past, the bal- 
ance of the unprofitable sales 
branches were sold and replaced 
by strong distributors. Other op- 
erating economies effected over 
the past several years place the 
company in a position to benefit 
from any improvement in gen- 
eral business conditions.” 

The stockholders were advised 
that more than 150 new dealers 
have enrolled in the Graham 
ranks since Jan. 1, 1934, and that 
orders are 66 per cent ahead of 
last year. 


‘Auto Firms Share 


Nearly $1,000,000 
Profits in Week 


New York, Mar. 9.—Nearly a 
million dollars in dividends were 
declared by automotive compa- 
nies in the past week, with one 
raising its quarterly 
rate and another declaring an 
initial payment. 
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Each the Undisputed Leader in its field 


QY 
Advertising well directed 


* The Silver Anniversary of the General Motors Corporation marks an 
important milestone in the development of transportation. For twenty- 


five years General Motors has led the way in motor car progress. 


World leadership has been achieved not by chance or accident — but 
because of superior products, sound manufacturing policies, wise sales 


management — and consistent advertising. 


For twenty-three years of this dramatic quarter of a century, Campbell- 
Ewald has been privileged to be associated with General Motors units 
as Advertising Counsel. During this period Campbell-Ewald has pre- 
pared and placed more motor car advertising than any other organi- 
zation in the world, and is modestly, proud of the fact that today 
among its numerous automotive accounts are to be found five great 


motor cars—each the undisputed leader in its price class. 


The remarkable experience that Campbell-Ewald has enjoyed in the 
automotive field, and the highly efficient organization that it has devel- 
oped to meet the unusual demands of automotive merchandising, are 
proving of exceptional value to Campbell-Ewald clients in many other 


lines of industry. 


This is particularly true during these busy days of returning pros- 
perity, when experience, organization and nationwide contacts are so 


essential to successful merchandising. 


* 


CAMPBELL-EWALD COMPAN 


HENRY T. EWALD, PRESIDENT 


General Motors Building, Detroit 


NEW YORK +» CHICAGO LOS ANGELES » SAN FRANCISCO . PORTLAND + TORONTO MONTR 


PONTIAC AND CHEVROLET MOTOR CARS — BURROUGHS ADI 
RUBBER SPECIALTIES, GAYTEES, KEDS, ¢C 
RAILWAY — AUSTRALIAN NATIONAL TR/ 
HOTEL — GENERAL MOTORS TRU 


Advertising Counsel for — CADILLAC, LASALLE, BUICK, 
MACHINES, TYPEWRITERS, CASH REGISTERS — U. S. RUBBER TIRES, 
BALLS, LASTEX — CHESAPEAKE & OHIO RAILWAY — PERE MARQUETTE 
BUREAU — TRANSCONTINENTAL & WESTERN AIR EXPRESS — GREENBRIER 
— MISHAWAKA RUBBER BOOTS & SHOES —AC SPARK PLUGS —UNITED MOTORS SERVICE — DELCO-REMY IGNITIC 
HARRISON RADIATORS — HYATT ROLLER BEARINGS —NEW DEPARTURE BALL BEARINGS — DELCO ELECTRIC MOTOF 
DELCO-LOVEJOY SHOCK ABSORBERS — HIRAM WALKER & SONS, DISTILLERIES — KLAXON HORNS — POSTEL MILI 
COMPANY, FLOUR — DETROIT SODA PRODUCTS, BAKING SODA — NATIONAL BANK OF DETROIT — DAISY AIR RIF 





